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Like InAwtance Edition 


Of course you wouldn’t answer 


HEN you hire a salesman 

you want to know all about 

him. In evaluating his ability you 
will use the same standards that you 
and other employers have adopted 
in building successful sales organiza- 
tions. His references must be genuine 
and cover the points that bear upon 
his probable value to your business. 
Buying advertising in business 
papers is like hiring salesmen. The 
publication is the salesman that 
takes your sales message to business- 
men. Advertisers have also adopted 


that Ad. 


definite standards for measuring the 
circulation values of business papers. 
They want to know how much cir- 
culation a publication has, how it 
was obtained, where it goes, who 
reads it, how much they paid for 
it and many other facts. 


A.B.C. PROTECTS YOUR 
ADVERTISING 


Paid subscriptions, renewals, evidence 
of reader interest, are among many 
facts in A. B. C. reports that are 
definite guides to effective media se- 
lection. When you buy space in 
A. B. C. publications your advertis- 
ing is safeguarded by audited circula- 
tion. Always ask for A. B. C. reports. 


This essential information is found 
in the reports issued by the Audit 
Bureau of Circulations, a coopera- 
tive and non-profit association of 
advertisers, advertising agencies and 
publishers. 

This publication is a member of the 
Bureau in order that we may cooper- 
ate with advertisers by submitting to 
them our circulation facts and figures 
in A.B.C. reports—verified informa- 
tion that enables advertisers to select 
the right media with assurance that 
they will get what they pay for. 


The NATIONAL UNDERWRITER 


Member of the Audit Bureau of Circulations Ask for a copy of our latest A.B.C. report 


A. B. C.=AUDIT BUREAU OF CIRCULATIONS=FACTS AS A MEASURE OF CIRCULATION VALUES 
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Remember Pearl Harbor. 
Buy Defense Bonds. 





Wen, by quill and candlelight, 
the Company’s books were 
closed at the end of its first 
year, 1850, the assets totaled 
$103,713.24. 

As of December 31, 1941, 
they were $238,241,779.78. 


National Life-92nd Year 


National in Name—National in Service 


§ lie results of the Company’s 92nd year are especially gratify- 
ing. Insurance in force gained $25,068,079 or 4.36% and 
totaled $600,130,230 on December 31. New life insurance paid 
for in 1941 was $53,806,225 and 19.42% greater than in 1940. 

The Company’s assets, continuing their record of unbroken 
growth since 1850, reached a new high. Net interest earned in 
1941 was 3.61% and compares very favorably with 3.69% 
earned in 1940. 

Mortgage loans increased $10,212,701.27 to $122,949,124.66 
of which 61.63% are insured by the Federal Housing Adminis- 
tration. 

On December 31 we owned $75,780,801.28 FHA loans. Of 
14,903 Section 203 FHA loans purchased, we have completed 
foreclosure on 39 or 0.26%. The investment in these cases totaled 
$241,545.19 of which we have recovered $75,468.15 in cash, 
$161,050 in bonds fully guaranteed by the U. S. Government and 
$12,177.03 in certificates of claim. Three Section 207 FHA loans 
have been foreclosed and the properties exchanged for $2,394,250 
bonds bearing 2%% interest, and fully guaranteed by the 
U. S. Government. 

Figures from the National Association of Insurance Commis- 
sioners show the market value of the Company’s bond invest- 
ment December 31 to be $4,781,220.24 above book value of 
$65,658,795.26. No bond interest was past due; $16,000 principal 
was past due on one municipal issue and through legal proceed- 
ings an appropriate judgment has been obtained. 

The Company’s preferred stocks, all of which are cumulative 
as to dividends, had a market value of $6,756,984 or $197,350.87 


in excess of cost. Only one issue was in arrears as to dividends. 

Reserves on insurance contracts amounted to $147,407,602 
and showed an increase for the year of $6,207,940 which reflects 
good persistency and is commensurate with increasing volume 
in force. 

The total reserves for annuity contracts computed according 
to sound bases of valuation amounted to $43,597,748 represent- 
ing an increase of $1,303,206 for the year. 

Reserves on stringent bases for special benefits relative to 
total and permanent disability and accidental death amount to 
$3,929,282. 

Reserves for supplementary contracts not involving life con- 
tingencies totaled $16,661,677. The Premium Deposit Fund 
aggregated $3,048,042.15 and dividends left with the Company 
and accrued interest thereon totaled $4,605,462.77. 

The same dividend scale used in 1941 has been approved for 
1942 and an appropriate liability of $4,099,698.75 has been 
established. 

$280,000 has been set up as a liability for policy claims esti- 
mated to exist but which have not yet been reported. Policy 
claims pending or for which proofs were not yet completed aggre- 
gated $637,843.01 and this amount is shown as a liability. 

Surplus funds increased $266,033.46 for the year and, including 
the contingency reserve of $2,000,000, aggregated $11,743 ,776.63. 

A detailed statement is available upon request. 


FRED A. HOWLAND, ELBERT S. BRIGHAM, 




















Chairman of the Board President 
92nd ANNUAL STATEMENT OF FINANCIAL CONDITION — December 31, 1941 
ASSETS LIABILITIES 
Cash on Hand and in Banks...................... $ 2,676,059.13 Reserves: | 
Bonds: Insurance and Special Benefits... . .$151,336,884.00 t 
United States Government 22,687,589.68 PQRUNEY oss aac s es 43 597,748.00 
State and Municipal — U. S. 10,887,018.45 Supplementary Contracts ......... 16,661,677.00 $211,596,309.00 
Public Uelity ...... 0.656: 25 ,962,112.55 Didi: titan: ——— 
Dominion, Provincial, Municipal — AAO fp 
oy ais 3,041,277.38 Proofs Incomplete Leeeeeeeeereeeee $ 637,843.01 
Industrial and Miscellaneous 3,080,797.20 $ 65,658,795.26 Not Reported (estimated)......... 280,000.00 
ETN SOEKS oa 5s Ses ue isan tech Aureos es 6,756,984.00 Resisted ......... 0.00... 0. ee eees 73,959.20 991,802.21 
Guaranteed Stocks ................ ,000.00 Preminmupeposit Mund)... 2s. :.c0.0c ees ee enone « 3,048,042.15 
Mortgages, First Liens: Dividends Oi DCT ES eet eer ears aan 4,605 462.77 
City, insured by FHA.......... $ 75,780,801.28 BDIWAGERGG NOD 8) «.o.c8 is o.oo. tw Ses cs sae gouls oatS 4,099 698.75 
CUS. C1. aie eae 35 833,852.15 MSR SU NE 2 Sih sd eed ky 693,543.79 
WRG ch AB has eae d brakk 11,334,471.23 122,949,124.66 Other Liabilities TR Ss in etal nes ee 752,903.48 
ee ee ee 21.458 579.42 Home Office Pension Fund Reserves .............. 710,241.00 
Real Estate, including Home Office Surplus Funds: 
Properties ($1,051,558.33) ..............0.000. 12,535,300.58 Contingency Reserve .......$  2,000,000.00 . 
Pil AOther Assets INCE. oo. i ec aece say boson 6,198,936.73 STS Cael a er ...  9,743,776.63 11,743 ,776.63 ' 
Totat AvMITTED AssETs. . $238,241,779.78 Tota LIABILITIES AND SURPLUS $238,241,779.78 3 
Bonds and Stocks are included at amortized or other values as prescribed by the National Association of Insurance ¢ 
Commissioners. Securities carried at $230,315.20 in the above statement are deposited as required by law. 
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Forty-sixth Year—No. 4 


Cuicaco, CINCINNATI, NEW YORK AND SAN FRANcISCcO, FripAY, JANUARY 23, 1942 
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Benner Stresses 
Agent's Patriotic 
Duty Today 


Ever Larger Amounts of 
National Income Must Go 
Into Savings 


WILMINGTON, DEL.— Claude L. 
vice-president of Continental 
American Life and an eminent econo- 
mist, exhorted the members of his com- 
pany’s field force gathered here to in- 
crease their sales so that ever larger 
amounts of the national income will go 
into savings rather than to be spent for 
consumer goods, the production of 
which competes with armaments. 

Mr. Benner stated that the increased 
national income which the defense boom 
has created is actually hampering the 
defense effort. People have more money 
to spend and have been bidding up 
prices in a harmful, inflationary manner. 
They are creating a demand for civilian 
goods which competes for the skilled 
labor and plant capacity which is needed 
for the all-out war production effort. 

The task of the insurance agent is to 
do everything in his power to stop this 
spending spree, Mr. Benner said. Now 
is the time for the agent to exercise his 
skill in persuading people not to spend 
money. The gospel of thrift should be 
preached from one end of the country 
to the other. The American people can 
prevent runaway prices and help in the 
production of armaments by saving 
more of their income and spending less. 

“ge ° ae: “ 

Spending as usual,” he said, “means 
that the American people do not realize 
that they are in a serious war. If the 
people attempt to spend their increased 
incomes for the reduced output of peace 
time goods that will be available this 
year, either price fixing on a wholesale 
scale will have to be utilized or an in- 

: : ; ; 
flationary spiral will be started.” 
Consumers in Buying Spree 

Consumers are on anoth€> buying 
spree, he said. Leading retailers report 
the best January business in many 
months. 


Benner, 


For the week ending Jan. 10, 
department store sales were 32 percent 
ahead of the same week a year ago. 
People are withdrawing their savings 
accounts to buy defense bonds and are 
not saving out of current income. Buy- 
ing of savings bonds by individuals who 
simply withdraw their savings to pay 
for them is no advantage to the Treas- 
ury, for the savings banks can buy no 
bonds if their deposits decline. 

The purpose of the defense bond cam- 
paign is to attract new savings out of 
current income and not until there is 
a shrinkage in total consumer spending 
and regular additions to total savings 
will the Treasury be receiving the 
proper kind of support. It makes no dif- 
ference whether savings go directly into 
government bonds or into payment of 
insurance premiums or into increased 

(CONTINUED ON PAGE 10) 


Johnston Pleads to 
Make Voluntary 


Savings Effective 


NEW YORK—Gale F. Johnston, 
newly elected third vice-president of 
Metropolitan Life and formerly directcr 
of field service defense savings staff, 
made an appeal to the insurance people 
to do their utmost to make the defense 


savings program successful, in the 
course of an address before the New 


York City Life Underwriters Associa- 
tion Thursday. The public must be 
reached by personal solicitation, he said. 
It must be educated and then motivated 
and then must have the opportunity to 
subscribe. 


Those interested in promoting the 
sales must redouble their efforts this 
year. The life insurance business, he 


recalled, gave a great account of itself 
in the last war. The companies invested 
$589,000,000 in Liberty Bonds and the 
agents were responsible for the sale of 
more than a billion dollars of Liberty 
and Victory bonds. In the present sit- 
uation the business was organized well 
in advance of the declaration of war. 
A pattern had been adopted, a program 
outlined and many details of procedure 
had been carefully worked out. The 
National Association of Life Underwrit- 
ers had assumed one of the most im- 
portant projects in the entire setup. 

Mr. Johnston pointed out that at the 
end of 1941 life companies had invested 
nearly $6,000,000,000 in bonds of the 
federal government which is some 20 
percent of their assets and is near 12 
percent of the total outstanding Treas- 
ury interest bearing debts. During 1941 
the companies increased their net hold- 
ings of government securities by 1% bil- 
lion dollars. At the end of the former 
war their entire holdings of this type of 
security was only about $3,000,000,000. 

Mr. Johnston pointed out that a bil- 
lion dollars will buy 15,000 medium 
sized tanks, 175 destroyers, 8,000 pursuit 
planes. 

If the public responds with the pur- 
chase of sufficient volume of defense 
bonds, he said, special drives will be 
unnecessary. The voluntary method will 
prevail and those who advocate compul- 
sory savings should be convinced the 
public is willing to put part of its in- 
come into war financing. The Treasury 
has announced that as a minimum citi- 
zens should each month purchase three 
times as many of the series E bonds as 
was averaged prior to the outbreak of 
war. That would mean that at least 
$350,000,000 cost price of these bonds 
should be sold each month. That goal 
could be met if only half of the increase 
in national income were invested in this 
series of bonds. 

The first part of the program is to 
induce all of the firms employing more 
than 500 persons to install voluntary 
purchase plans and then to follow with 
an effort to sign up firms employing 
more than 100. The approval of the 
payroll allotment plan by the employing 
corporation is only the first step. Then 
the insurance agent must follow up in- 
stallations with a systematic visit to see 
that all material is available, that the 
plan is well advertised, that the per- 
centage of participation is at the maxi- 
mum and that interest in the program 
continues month after month. 


May Stop Gap in 
U. S. Relief Act 


Senate Considering Bill 
Passed by House to 
End Bad Practice 


Steps are being taken by the govern- 
ment to end the practice of some agents 
in taking advantage of the soldiers and 
sailors relief act by writing life poli- 
cies on a monthly basis, collecting one 
month’s premium and securing relief 
from any further payment of premiums 
for their insured during the rest of the 
war. This bad practice was severely 
criticized by home office executives and 
leading agents but continued because 
home offices were unable to detect all 
such cases when they were submitted. 

A revised act recently was passed by 
the house of Congress and is now in 
the senate judiciary committee. Its 
main feature is that any life policy of 
a man in service to be subject to relief 
must at least have reached its first an- 
niversary and have a surrender value 
equal to at least one annual premium. 


Represents Debt to U. S. 


Another feature of importance not in 
the original senate revised bill is that 
any amount paid by the United States 
to an insurer under the relief provision 
shall become a debt due to the United 
States by the insured on whose account 
the payment was made. This section 
provides that notwithstanding any 
other act such an amount may be col- 
lected either by deduction from any 
amount’ due the insured by the United 
States or as otherwise authorized by 
law. Thus the government could make 
a deduction from his pay as a soldier 
or sailor or could take legal process 
to collect. 

It was provided that Article IV of 
the relief act of 1940 shall remain in 
force until May 15, 1946, except that 
if the United States then should be en- 
gaged in war it would remain in force 
until war were terminated by a peace 
treaty and for six months thereafter. 
The provision also would apply with 
full force to all valid applications for 
relief approved previously. This is a 
new section which because of the 
changes in the act continues the status 
on relief applications made before the 
act becomes effective, thus preventing 
it from being retroactive. 

Surrender of Certificates 

Another new provision is paragraph 
B under section 2 to the effect that 
any insurer under a policy accepted 
under the provisions of the act, sub- 
ject to approval of the administrator 
of veteran affairs and upon complete 
surrender by the insurer to the United 
States within 90 days after enactment 
of the act of all certificates issued in 
accordance with the provision, together 
with all rights to payments thereunder, 
shall be entitled to a guarantee of un- 
paid premiums and interest thereon 
and the mode of settlement for such 
policies as provided by the amended 
act. It is stipulated the privileges and 
benefits granted by this provision shall 
be in lieu of the method of settlement 
and the requirement for accounts and 


Dec. Ordinary Sales 
Up 48%: 1941 
Best Year Since 1937 . 


Research Bureau Shows 
1941 Record Better by 
11.5°%, Than 1940 


HARTFORD—The Sales Research 
Bureau reports that ordinary life insur- 
ance sales in December were $879,492,- 
000, up 48 percent over December of 


1940. Sales of ordinary life for 1941 
totaled $7,319,000,000. 
This compares with 1940 sales of 


$6,564,200,000, making the increase for 
the year about 11.5 percent. The record 
for 1941 was the best since 1937. 

The sectional gain for New England 
of 64 percent for December and 16 
percent for the year was the highest in 
the nation. Ordinary sales in December 
were up 93 percent in Rhode Island, 73 


percent in Vermont, 70 percent in 
Maine, 68 in Connecticut, 67 in Ken- 
tucky. 

The best gains for the year were 


Rhode Island, 28 percent; Washington, 
23 percént; Kentucky, 21; Connecticut, 
20: Michigan, 19. 

The best December gains in cities 
were Philadelphia, 88 percent, Cleveland 
73, New York 72. 

Leaders in 12 months gains were De- 
troit 22 percent, Philadelphia and Los 
Angeles 14, Boston and Cleveland 12, 
New York 6. 


reports prescribed by the existing pro- 
vision. 

In the event the insurer fails to sur- 
render the certificates and rights to 
payment within 90 days, the accounts, 
reports and settlement required to be 
made by the insurer under the provi- 
sion shall continue to be made as re- 
quired and shall be governed by this 
provision. 


Wonder About Guaranty 


Life companies are a little at sea as 
to what form of guaranty the govern- 
ment will give them in exchange for 
their waiving cash premium payment 
on men in service. During the world 
war such a provision was in effect, the 
government giving the life companies 
bonds. Under the present act, without 
the pending amendment, the companies 


pears to contemplate that the companies 
shall surrender the certificates, it is not 
clear what form of acknowledgment of 
the obligation on the part of the gov- 
ernment the legislators have in mind. 
The form of these is highly important 
for the life companies, for if they are 
not to receive the cash premiums they 
must have something which they can 
describe as assets. 

The amended act, Section 400, Para- 
graph (A) provides that. a policy. to 

(CONTINUED ON PAGE 10) 
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War and Air Exclusion Practices 


THe NATIONAL UNDERWRITER is pre- 
senting this week an enlarged table set- 
ting forth in tabloid fashion the war risk 
clause practices of individual companies, 
on the same basis as the exhibit in the 
Jan. 9 edition for a smaller number of 
companies. 

While war clauses usually follow 
either the “status” or “results” pattern, 
there are a number of variants in each 
of these general classifications. The 
following table indicates, on the basis 
of information available up to the middle 
of this week, the details of each listed 
company’s clause and to what classes of 
applicants it applies. In New York and 
Texas companies are required to use the 
“results” variety of clause. Even though 
companies that operate in either one or 
both of these states may be shown in 


the table as using a “status” clause, 
they, of course, use the “results” clause 
in New York and Texas. Also New 


York and Texas do not permit the civil- 
ian foreign travel and residence exclu- 
sion. In Minnesota the aviation 
restriction is limited to two years. 

Both “Status” and “Results” 


Since some clauses are “status” for 
some types of deaths and “results” for 
others, the tabulation does not classify 
them as to status or results but accord- 
ing to what is excluded and under what 
circumstances. Following is an ex- 
planation of the symbols used for the 
various types of deaths excluded: 


Acneia: DIMGUAl 4 o6cccckscowcded ABCDX 
BOENG TALS: 0566.6-0:04:660% tose Re 
Al) Btates TAL. 2.6 665s veces 48 ABCX 
RAUB 65400344003 % 98504 9oR A*B*D* 
American Home Life........./ ABCX 
American Life, Ala..........-ABCX 
American National .......... A*C* 
American Standard Life...... ABCDE 
American United ............/ A*B*C*D*X 
Ae 89; 3 We OE BS Disses wn cets A*C*X 
BUI BRARRIRs 6ehikins 4250 e Sais ABDEX 
Pi ae © a A*B*C*D*X 
PRROEE, BOWE. os0scrccvescves ABCDZ 
Bankers National............. A*B*C*D*X 
Berkshire TTC 6s iccsescaeee A*B*C*X 
California-Western .......... A*B*C*D*xX 
TOONS 66k 6d 6 660d doce s on oe A*Bt*C*X 
COPOUNA TALO: ais. ee cis seistie ae ADX 
COORETOE: EERs 66-445 09-50 Os een cae ABDE 
Central TAT; BB: « <.o0 <000050K08 ABCX 
cigs i? : ere ADX 
Cotomial TAGE. 2.0 cc ccvcrivecsi« ADX 
Columbus Mutual ............ABC 
Commonwealth ...........+0¢/ A*B*CX 
Connecticut General.......... ABCZ 
Connecticut Mutual.........../ AB*DX 
Continental American ........4 A*B*C*D*xX 
Continental Assurance........ A*B*C*xX 
EEE DAO: cscise nce cvswen ABC 
UTR THER saps sus os ane ABCX 
Empire Life & Accident...... ABX 
Equitable Life, BD. C..6.6..6066, A*B*C*D* 
ABCX 
Equitable, Iowa ............. ABX 


SOMERS, IN, Qicos ss oscse etal ABCDZ 


Fureka-Maryland ............ ABCX 
Farm Bureau Life, O.......... ABCX 
Re ee AD 
Midelty  DRUtUIa 1. .5.6-6:5 00 esc wscs A*B*C*Z 
Praniktin TTC: 0s asedc decscne ABDE 
General American............ A*B*C*D*Z 
PCT ALO: 60.5.5 8064s 9 dss ee ABCDX 
Great Southern Life.......... AZ 
Great-West Life ............. ABCX 
Guariian, (Ne TY sso. ics ae ecu see 

UE BES: nav baer eu cs wvrwanae ABCX 
BROING SATO. I. OW ves sc enews A*B*C*X 
Home State Life. ....6..5 6c. A*B*C*D*X 
Illinois Bankers Life......... ABCX 
Jefferson Standard............ A*B*C*X 
JORN HANCOCK. 6.66 ssc sccvc od A*B*C*Z 
Meansas Atty TALC. so. 5 occa AB*C*DX 
OU ge © | ¢ ree anne eo ABCX 

Po ee | A*B*C*pD* 
Liberty National Life........ ABCX 
ERED OF WAP IR ooo oe sc own te ADX 

Dts @ Casmalty...... 6. scscncs ABDEX 
Tanecoin Naonal .............65.5. A*B*C*DX 
PATTER “he ob 500.0066 s0ic howe AD 
Manufacturers Life, Can...... ABCX 
Massachusetts Mutual........ A*B*C*X 


Reprints of this tabulation can be 
secured from The National Under- 
writer, 175 West Jackson boulevard, 
Chicago, at the rate of $2 per 100, $8 
for 500 and $15 os 1,000. 





A... war-caused deaths in armed 
forces outside U. S. & Canada. 
B ...non-war deaths in armed forces 

outside U. S. & Canada. 

. civilian war-caused deaths out- 
side U. S. & Canada within 2 years. 

. . War-caused deaths in armed 
forces within U. S. & Canada. 


E ... non-war deaths in armed forces 
within U. S. & Canada. ; 
F ... civilian non-war deaths outside 


S. & Canada within 2 years. 
X ... aviation deaths except as fare- 


paying passenger on airline. 

Z... aviation deaths if acting as pilot, 
crew member, or trainee. 

Asterisk (*) indicates United States 
only (not Canada). Figures in right- 
hand column indicate age groups to 
which clause is applied routinely. M 
and F refer to males and females. In 
all cases companies not applying clause 
to all applicants reserve the right to ap- 
ply it to others than those indicated 
and of course members of the armed 
forces. 1-A etc. refers to selective serv- 
ice classifications. 

Data on Canadian 
U. S. business. 

1-A, pilots, student pilots under age 28 

All 

All 

M 15-36 

All 

M 15-50 

M&F 15-35 

All (X is applied by rider in cases 
M15-35) 

All 

M&F age 16 and over 

M 15-36 

All 

M 16-35 

M&F 15-36 

All 


companies is for 


M&F 10-45 

M to age 35 

All 

M 18-36 

M 15-35 

All 

All (“Result” deaths excluded in 
Canada and also in U. S., if U. S. 
is invaded.) 

All (Excludes all aviation deaths 
for two years, thereafter such 
deaths while in military service 


or while aircraft is operated for 
aviation training) 

M 15-45 

All 

All 

All 

All 

All 

All 

M 15-44 

M (single) 
pilots under 


18-21, 1A, student 


age 30 


pilots, 


M 14-36 

M 15-35 

M, age 28 
28-35, on 
(married) 
$10,000 

All 

All 

All 

All 

All 

All 

M&F 15 and over 

M 17-35 

M&F 10-65 

M (single) 15-30 

M 15-44 

M 15-45 

M 10-44 

M 18-28 

All 

All 

All (Military but not civil 
excluded) 
ll 


and under; M (single) 
policies over $3,000; M 
28-35 on policies over 


fiying 


All 


Mass. Savings Bank..........J ABCDEX 
MICUPONOMIAN 6i.ccsicecocen seed AX 
MECHIRAN TALE. cece ov ciecbp ec vd A*B*X 
Midiand Biytual «2... ..6660360d ABCX 
Minnesota Biutual,.. «0:52.66 06 666 A*B*C*D*Z 
SPER SAR UEP ER oc caiigllosscerai orevsreeeeigieiace a oe A*B*C*D* 
jE) A as Gear eee ADX 
MEMCUAT BONORE 6 o.ss:scscsineewd ABCDFX 
DMiuel "Trust Wile... secs ceed ADX 
National Guardian... «-....6:. 50s AX 
Wationel Ts. 8e- Asoo i566 ov eavena AD 
NAUONAl TALC, Tee ciscsi cc ceed A*B* 
National Reserve Life........: A*B*C*DxX 
DUIOTION OF WG 56: 5:5:4, 0.0.00" 0 suse AB*C*DZ 
New England Mutual......... A*B*C*X 
NON RIO RIE O Ss oie. osisie:e os. eee ACDX 
North American, Can......... ABCZ 
North Carolina Mutual.......4 A*B*C* 
Northern Life, Canada........ABCFX 
Northwestern Mutual......... AC*DZ 
Northwestern National........AB*DX 
OCCIGONTAT, “CAINE 66.665 606 saree gid ABCDX 
ONTO MIB UIOOR, 0c 6 5.6 eae sow wed A*B*C*p* 
MOTTON EAD 55 seca oith Seco. plo 0 overs cote ele eae ABC*DX 
PACING NGHONAl 6. iiecc ccc e ewes A*B*C*pD* 
PRCA WEG «6.6. 0:0.0iv: 0:0 e600 sO 
Pan American Gife.........06 0% ABCDX 
POMINGMIAT,, Wl... sce shaccws ABDX 
PORT MEMCUR oo gisiocs ewes cies A*B*t*C*X 
PRICE I. 66's or. 6 ow oslo A*B*C*D* 
Phoenix Mutual «.......0660866 A*B*C*Z 
PPUNOG AEO 64-664 ina oes e eb ace ABX 
Policyholders National ....... ABCX 
PFOVIGENG MUGUAL 6.605500 ss A*Bt*Z 
PPROTOCUIVE; Nes 6.0 cies is ah esce wane A*B*C*Z 
Provident Life, N. D... <6... 6608 ABDEZ 
PYUGCHUO! ces cbc ce tecnceves ADX 
PUPICON LEO 02:06 ce 8 eee ee ABCDX 
TRCHANCE occa os oc 00.50 000-00 sere AB*C*DX 
URE, ORIG sb 6650 o esc wee A*X 
SOPANTON TLS 6 6.60.55 6insis-e Ses os ABCDX 
SOAMORTE TALS: .c 605 os een ed *X 

CCU IE Bie Ae Blin a.c:s sister staan A*B*C*X 
Security Mutual Life, N. Y. ACX 
Service: tite, Wed). .i6..05'.... >. ACD 
SOMETIAIO bcs oi5 5.510 so or010 ow os 80 AD 
Southern Aid Society, Va...... ABDE 
BOUUNOLD DAs Rie sis decks we wee ABDE 
SOUERWESEOIN « occcccic cv cviccce's A*B*X 
Standard Dife, Ind...........+4 ABX 
Standard Gite, Miss........6s<4 ABCDX 
State Warm Bile. « s.66:< 5 622s AD 

SSEQEG: Side, BIN: 6 vise: conics Ss aiasss we A*B*C*X 
SUAte DUGAN 6.6.6 -:0.6 06 :5:0-0 cise AC*D 
ETTORE Eb ties 1) cee Oem Ne) O14 
Teachers Ins. & AMD......6+... AX 

PAV OIGIBE <6 \0's sie 6: ainses o0'6 9:0 0 867% ABC 
DWnion Central ...siiccscscccetae ABC*DEZ 
Dettss Bites Lalo... .. ssscscs ABCX 
Union Labor Life.........+: ABX 
TIMRECO Bae Ge Das +5 60s tees cores A*B*C*X 
Votenteer Bate .. 2 .ccccsccwsd ABCX 
Washington National ........4 A*B*C*D*xX 
WiISCONBIN: TAlC: s.600:6.0,6 sere esol A*B*C*X 
Wisconsin National ..........4 ABCX 





Scranton Life Snanaie 
War Bonds to Leaders 


In lieu of its customary trip for those 
who qualified for the Distinguished Ser- 
vice Club, Scranton Life called the 
qualifiers to the home office and pre- 
sented the members in varying amounts 
from $50 to $200 in defense savings 
bonds. Jacob L. Williams is president of 
the service club and Helen D. Scott is 
vice-president. 

Morning and afternoon business ses- 
sions were held preceding the banquet 
at which the presentations were made. 
The presiding officer at the morning 
session was W. G. Schultz, superintend- 
ent of agencies, and at the afternoon 
session George H. Smith, supervisor. 
Among those who gave talks were R. 
Merriman, vice-president and actuary, 
E. W. Evans, secretary, A. L. Weeks, 
manager of the home office agency, F. 
E. Garvey, assistant treasurer, and Mr, 
Williams and Helen Scott. 


Kentucky Department Reports 


FRANKFORT, KY.—In the annual 
report of the insurance department, 


Director Goodpaster announced he will 
recommend to the legislature passage 
of a law that any foreign mutual cas- 
ualty company must show a surplus of 
$300.000 instead of the previous $50,000 
requirement, 


Insurance department re- 
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(exe. 3-a) 
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M 16-45 

M 15-36 

M 15-40 (X 
military, 
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only, 
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where, anytime) 
M 15-36 
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ion Difficulty i in Taking 
Advantage of Extension on 
National Service Coverage 


Men in service appear to be experi- 
encing some difficulty in taking advan- 
tage of the 120 day extension of the 
privilege to apply for national service 
life insurance which was contained in 
the new draft bill passed in December. 
Commanding officers in several cases 
said they had no information about the 


extension when men applied for the 
coverage. Under the bill all men in 
service, no matter when they entered 


have been granted 120 additional days 
to apply for national service life insur- 
ance, 


In view of the discontinuance of group 
insurance on men in service, some em- 
ployers have been notifying former em- 
ployes that inasmuch as their group cov- 
erage is now being canceled they should 
apply for the government insurance. 
Some employers in these cases are offer- 
ing to pay for the premium on an 
amount of national service life insurance 
equal to the amount of group insurance 
which had been carried, 





ceipts for the fiscal year ending June 30, 
1941, were $1,539,553, an increase of 
$76,620. 








areas: 





EER PEI e272 





ena fh eh em 


a — a ae ee a ee 


—— a a ee ee ee a ee a 


ons i fe pon ee ce 


oon 


. 3 rH «te ob be we —~— — -— | 


—- oe ee a 








e€X- 


le- 








aor RNR 


XUM 


January 23, 1942 


LIFE INSURANCE EDITION 














N. W. Mutual 
Agency Heads Meet 


President Cleary Heads Big 
Home Staff at General 
Agents Conference 


President M. J. Cleary and a large 
delegation of other home office officials 
took part in the General Agents Asso- 
ciation annual conference of Northwest- 
ern Mutual Life held in Chicago for 
three days this week. 

Others attending from the home office 
were Grant L. Hill, director of agencies; 
Percy H. Evans, vice-president and 
actuary; R. W. Emerson, L. J. Evans 
and W. W. Lundgren, assistant directors 
of agencies; L. C. Jones, V. Arends, J. 
P. McDonald, D. J. Behling and R. L. 
Baldwin, agency department assistants 
and John H. Jamison, superintendent 
of field training. 

Smith Presides First Day 


Herbert L, Smith, general agent Har- 
risburg, association president, presided 
the first day. E. A. Crane, Indianapolis, 
vice-president and program chairman, 
opened the meeting. After an address 
by President Smith, Vice-president 
Evans of Northwestern Mutual gave a 
talk on what lies ahead and Grant Hill 
discussed the Northwestern’s retirement 
plan for agents which will be introduced 
in the field soon and details of which 
will be announced later. Agency Assist- 
ants Emerson, Jones and McDonald 
conducted a question and answer period 
on the retirement plan. In the after- 
noon Mr. Hill took up “Present Prob- 
lems.” , 

Solving the recruiting problem under 
today’s conditions was the theme the 
second day, the chairman being Glenn 
B. Dorr of Hartford, chairman of the 
general agents’ planning and building 
committees. Messrs. Emerson and 
Behling led the discussion. There fol- 
lowed a group meeting on: City, J. V. 
Talbot, Newark, presiding; mixed, H. 
L. Cramer, South Bend, leader, and 
rural, B. J. Stumm, Aurora, IIl., leader. 


Take Up Training Agents 


The afternoon theme was “Train- 
ing Men Today,” with J. H. Copeland, 
Davenport, Ia., chairman. Mr. Jamison 
told about an overall training plan, his 
talk being followed by group discus- 
sions with R. A. Clark, Pittsburgh, 
leading that on city agencies and R. L. 
Theisen, Lincoln, Neb., and Agency 
Assistant Lundgren, leading the ses- 
sion on mixed and rural agencies. In 
the evening there was a cocktail party 
at which the Edgewater Beach Hotel 
was host, and a banquet. 

C. R. Eckert, Detroit, was chairman 
the third morning in a session on sell- 
ing pension trusts and salary savings 
plans the Northwestern Mutual way. 
L. C. Jones and V. Arends talked on 
pension trusts and R. W. Emerson on 
salary savings. 


President Cleary Talks 


In the afternoon Mr. Crane was 
chairman at a session on keeping men 
at work. R. L. Baldwin and L. J. 
Evans discussed this subject. Presi- 
dent Cleary wound up the conference 
with an address. 

Messrs. Crane, Baldwin and Cope- 
land made up the program committee, 
all being vice-presidents of the associ- 
ation. Roger A. Clark, Pittsburgh, is 
secretary-treasurer. Past presidents 
forming an advisory committee are L. 
E. Allen, Atlanta; H. L. French, Madi- 
son, Wis., and R. H. Pickford, Cedar 
Rapids, Ia. 





Dey Agency Is Leader 


The J. Stanley Dey agency of Manu- 
facturers Life in Newark led all of its 
agencies in paid-for business in 1941. 
The agency was established in 1939. 


Wilson Arkansas Agency 
Manager of Equitable, N. Y. 








LARKIN M. WILSON 


Larkin M. Wilson has been appointed 
agency manager of Equitable Society in 
Arkansas with headquarters in the Boyle 
building, Little Rock. 

Mr. Wilson became associated with 
Equitable in 1924 as an agent in Tex- 
arkana. He made an outstanding record 
in number of lives insured and_ total 
volume, and also assisted in organization 
work throughout the state. In 1940 he 
was advanced to branch manager. 


Former Association President 


He was born in Stephens, Ark., later 
moving to Texarkana. He attended 
Magnolia A. & M. College, and Tyler 
Commercial College. He is past presi- 
dent of the Little Rock Life Under- 
writers Association, and of the Arkansas 
State Life Underwriters Association. 


Salient Points of N ew 


Annual Statements Shown 


PHOENIX MUTUAL LIFE 


Assets of Phoenix Mutual Life in- 
creased $18,018,000, the most substantial 
growth it has ever had, and now total 
$287,539,000. Surplus gained $875,000, 
to $9,274,000. 

Insurance in force increased $21,368,- 
000 the best year but one since 1930. 
New insurance totaled $50,689,000, a 
gain of 7% percent. Payments to bene- 
ficiaries or policyholders exceeded $17,- 
400,000. 

Terminations were the lowest ever 
experienced, 3.3 percent of the total in- 
surance in force at the beginning of the 
year. In 1940 the ratio was 3.8 and 
in 1939, 4.3. 

In making his report President Ar- 
thur M. Collens stated that interest rates 
on good bonds and real estate mort- 
gages continued low. The company 
acquired $21,200,000 of new mortgage 
investments during the year, $18,500,000 
of them on city and the remainder on 
farm properties. Real estate owned is 
5 percent of total assets, and stands at 
$14,400,000, which is $4,800,000 less than 
in 1941, 

The company purchased $5,620,000 of 
U. S. government securities in 1941 and 
sold none, bringing its holdings to $55,- 
455,882, or 19.29 percent of total assets. 
MINNESOTA MUTUAL LIFE 

Minnesota Mutual new paid business 
increased 14 percent in 1941. Insurance 
in force increased $12,000,000, with the 
largest ordinary gain since 1929. As- 
sets now exceed $55,000,000, increasing 
334 million. Surplus funds and volun- 
tary contingency reserves were increased 
by $480,000. Surplus is $3,511,000, spe- 
cial reserve and asset fluctuation fund 
$750,000. Interest earnings increased 








straighten out the estate. 


policy among the papers. 


of a street car accident. 


by hard work at a hospital. 


+ 


WILLIAM H. KINGSLEY 
Chairman of the Board 





Found a Memorandum 


An agent of the Prudential, a year after paying a claim, 
was going through the insured’s papers to help the beneficiary 
He found an old memorandum 
which gave him the idea that his policyholder might once have 
had some Penn Mutual insurance, although there was no 
So he came to one of our own 


agents to ask us to search our records. 


We did, and found that there had been such insurance, taken 
out in 1929 when the insured was 21, a telephone operator. 
This $1,000 of Ordinary Life had been kept in force for six 
years by regular premium payments, then lapsed. At that 
time its cash surrender value was $47.79, but extended insur- 
ance values could carry it to June of 1941. 
passed up the surrender value for the extension privilege. 


In November of 1940, five years after lapsing, seven months 
before the end of the extension time, she had died as a result 


When we learned the details, the Penn Mutual promptly 
sent a check for the full $1,000, plus interest, to the bene- 
ficiary, who was the insured’s mother, then earning her living 
Had it not been for the alert 
helpfulness of the Prudential agent the Penn Mutual would 
have had no report of claim. 
taking place every day among life insurance companies. 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


Lapsing, she 


This sort of cooperation is 


+ 


JOHN A. STEVENSON 
President 

















from 3.65 percent in 1940 to 3.69 percent 
in 1941. Mortality continues highly fa- 
vorable. There has been a reduction in 
expense ratios and improved persistency 
of business. Prices on real estate sold 
have improved with larger down pay- 
ments. Unsold real estate was reduced 
one-half in 1941. 


NATIONAL LIFE OF VERMONT 


National Life of Vermont in its new 
annual statement reports assets of 
$238,241,779 compared with $226,674,680 
at the end of the previous year. There 
IS a contingency reserve of $2,000,000 
and net surplus of $9,743,776 as com- 
pared with $9,477,743 at the end of 1940. 

Insurance in force gained $25,068,079 
or 4.36 percent and amounted to $600,- 
130,230. New life insurance paid for was 
$53,806,225 or an increase of 19.42 per- 
cent ovér 1940. 

Net interest earned was very close to 
the 1940 record, being 3.61 percent as 
compared with 3.69 percent in 1940. 

The market value of bonds exceeded 
commissioners values by $4,781,220. The 
market value of $6,756,984 of preferred 
stocks exceeded cost by $197,350. Na- 
tional Life has been greatly attracted by 
FHA mortgages and at Dec. 31 owned 
$75,780,801 of such loans. Of 14,903 
section 203 FHA loans purchased, Na- 
tional Life has foreclosed on but 39 or 
.26 percent. The investments in these 
cases totaled $241,545 of which National 
Life has recovered $75,468 in cash, 
$161,050 in bonds guaranteed by the 
government and $12,177 in certificates of 
claim. Three section 207 FHA loans 
have been foreclosed and the properties 
exchanged for $2,394,250 bonds bearing 
234 percent interest and fully guaran- 
teed by the government. 


CONNECTICUT GENERAL 

Connecticut General Life reports in- 
surance in force at a new high level of 
$1,300,770,919, a gain of $89,568,000 over 
1940 or 7.8 per cent. 

_ Payments to policyholders and benefi- 
Ciaries amounted to $26,402,748. This 
brings the 77-year total to $381,275,748. 

There was a 10.2 percent gain in total 
assets, which now amount to $319,802,- 
808. 

New paid life insurance amounted to 
$222,574,922, a gain of 9.9 percent. Of 
that amount $129,000,000 was group, a 
gain of 50.6 percent over 1940. New 
ordinary life increased 9.2 percent. 

Total income was $71,324,405, increase 
$9,675,000. The investment yield was at 
a rate of 3.48 percent as compared with 
3.6 percent in 1940. 


LIFE 


PEOPLES LIFE OF INDIANA 

Peoples Life of Frankfort, Ind., has 
now published its annual statement 
showing assets of $11,559,120, which is 
a gain of about $600,000 for the year. 
The policy reserves amount to $9,837,- 
333. Capital remains at $300,000 and 
net surplus $400,000 but the contingency 
reserve for losses and depreciation now 
amounts to $346,932, which is about $20,- 
000 higher than the previous year. 

Insurance in force stands at $56,947,- 
965 which is a gain of close to $3,000,000 
for the year. Insurance written during 
the year was $8,888,353, which was bet- 
ter by more than $1,000,000 than the 
1940 record. Since organization Peo- 
ples Life has paid to policyholders and 
beneficiaries $13,093,232. 
MANUFACTURERS LIFE 

Manufacturers Life of Toronto, in its 
annual statement, is able to point to 
most impressive plus signs throughout. 
New business amounted to $60,131,339 
which was an increase of $9,809,844 over 
1940. Insurance in force amounts to 
$632,033,121, an increase of $27,461,271. 

(CONTINUED ON PAGE 10) 
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Readjust to War, 
Whatley Urges 


Opportunity for Realistic 
Agents, Official Tells 
Edwards Agency Congress 





Soldiers and sailors must readjust 
their budgets and their general philos- 


ophy, so there is no reason why the 
noncombatants of this country should 
not have to do the same, S. T. What- 


ley, vice-president of Aetna Life, de- 
clared in a talk at the annual sales con- 


gress of the R. S. Edwards agency 
of that company in Chicago. ; 
He pointed out that the life insur- 


ance business does not suffer from the 
imposing of any priorities. Life insur- 
ance salesmen are in better position 
than are salaried people to meet the 
problem of increased taxes, for they 
can make as much money as they want 
to make. There is every indication 
that the national income will exceed all 
previous records in this country and it 
has been said, Mr. Whatley com- 
mented, that the spendable income in 
1942 will exceed anything in the last 10 
years. ; 
Compares with 1917 Conditions 

While the life business faces an en- 
and different set of condi- 


tirely new 

tions due to war, these bear certain 
similarities to the conditions of 1917. 
Then, he said, the life insurance peo- 


ple all thought that the world had been 
jerked out from under them and that 
life insurance could not be sold. It is 
true the business experienced a little 
dip in production for a year but then 
it went ahead to greater heights. 

He noted the comments by the gen- 
eral manager of a large Canadian com- 
pany that there had been a definite 
change in the life insurance market 
there. The business fell off after Ca- 
ada entered the war in 1939, being only 
about at the same level as in 1938. 
The next year it was below the 1938 
level but in 1941 in spite of the reduc- 


tion of agency forces by more than 
20 percent due to many going into 


military service or essential industries, 
the life production was about the same 
as in 1938. 


Prospects in Lower Salary Class 


Mr. Whatley noted that the income 
tax in 1942 probably will be approxi- 
mately three times what it was in 1940. 
There is taking place, he said, a process 
of elimination from the market of men 
with annual incomes of $5,000 to $15,- 
000. However, the vast proportion of 
the life insurance comes from the peo- 
ple earning less than $5,000, he said, 
these representing perhaps 95 percent 
of the people. A bright spot is that 
in this large group there are probably 
many millions who used to make $1,500 
to $1,800 a year who are now making 
$2 000 to $3,000 annually because of 
improvement in their lines due to na- 
tional defense work or because they 
have changed Over to more profitable 
positions in defense industry. 

“We must readjust our working 
methods and habits,” Mr. Whatley 
said. “A simplified estate control plan 
used in connection with social security 
seems to be the ideal tool for the times. 


Package Selling Indicated 


“We cannot, obviously, get into the 
defense jobs, even with a sledge ham- 
mer. But a little intelligent effort will 
give the information about the men in 
these projects, what hours they work 
and on what shifts. Some of them will 
have to be seen at home at night. 
“There is an opportunity here for 
package selling, and I believe that there 
should be less emphasis on estate con- 
trol in this group of people earning 
smaller incomes than we normally use.” 
President M. B. Brainard reported 
the Aetna Life made a comfortable 
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Bansse Walter LeMar Talbot — 
On His 60th Anniversary 


PHILADELPHIA—With a typical 
American office boy to president success 
story career, President Walter LeMar 
Talbot of Fidelity Mutual Life has 
rounded out 60 years of service. A 
colorful testimonial dinner here culmin- 
ated a production campaign in honor of 
Mr. Talbot, resulting in $5,575,109 in 
December paid production, the best 
month since 1930. Field men from 37 
states were among the more than 200 
who gathered to pay tribute to Mr. 
Talbot. 

Mr. Talbot, who entered the business 
world before he was 10, and who climbed 
the ladder steadily until he was made 
president of the Fidelity in 1914, was 
presented at the dinner with a piece of 
silverware bearing the autographs of 
directors. Ira Jewell Williams, a member 
of the board since 1921, made the pre- 
sentation. He was introduced by Thomas 
H. Shallcross, senior member of the 
board in point of service after Mr. 
Talbos, 

Presentation of an engraved silver 
plaque from the sales organization was 
made to Mr. Talbot by Carroll H. Jones, 
veteran Columbia, S. C. manager. Mr. 
Talbot responded by telling of interest- 
ing happenings during his 60 years of 
service. 


Views Taken over the Years 


An interesting feature of the dinner 
was a series of slides of photographs ot 
Mr. Talbot at various periods during the 
past 60 years, which were thrown on the 
screen accompanied by humorous verses 
by John D. Mahoney, a member of the 
publicity staff. He was followed by 
Frank H. Sykes, vice-president and 
manager of agencies, who spoke for the 
head office staff. 

The testimonial campaign was staged 
by a committee of managers headed by 
W. Stanton Hale of Atlanta, who acted 
as toastmaster. 

Included among those present at the 
dinner were nine of the top producers 
during December who were selected as 
honor guest delegates, the ranking man 
being J. E. F itzGerald of San Francisco, 
who flew east to attend. 

— honored guest delegates were 
N. Caputi, Providence, 1 Re ea 
oe Altoona, Pa. : Paul Schwartz, 
Brooklyn; R. R. Bisbing, Allentown, 
Pa.; W. L. Hedgpeth, Raleigh, N. C.; 
H. T. Dillon, Atlanta; E. C. Weber, 
Cleveland and William King, St. Louis. 

The Talbot testimonial drive brought 
total new business for the year to $31,- 
114,752, the best year since 1932. Busi- 
ness in the last week of the drive totaled 
$3,116,715, ee her week since 1928. 
Sales on Dec. 31, totaled $2,147,290, the 
greatest day since 1922. December sub- 
mitted business totaled $7,091,794, an 
increase of 116 percent over a year ago. 
Insurance in force increased $3,878,680 








profit last year and most of this profit 
was retained in the business for the 
general protection of contracts. It was 
a year of eminently satisfactory results, 
he said. The only fly in the ointment 
was the disorganized condition of the 
securities market. 

General Agent Edwards reported his 
agency paid for 1,821 cases last year 
with a good increase over 1940 in life 
business and it was 11 percent ahead 
in accident premiums. Rudolph LeBoy, 
who was toastmaster at the banquet, 
led in paid volume and _ premiums; 
Samuel Leland of Youngberg-Carlson 
Company led in group; M. J. LaNoue, 
agent of Ashkum, IIl., had the most ap- 
plications, and A. J. Howe led in ac- 
cident premiums. 

A novel feature of the congress was 
distribution to all attending of sterling 
silver victory “V’s” set with brilliants 
to be-worn in the coat lapel. 


in December, the best month since De- 
cember, 1926, while the total for the year 
increased $12,218,651, the best since 1930. 
The year ended with $382,940,982 total 
in force. 

Mr. Talbot was born Aug. 23, 1870. 
He started as a cash boy at the John 





MAR TALBOT 


WALTER LE 


Wanamaker store in Philadelphia at 
$1.50 a week. On Jan. 14, 1882, before 
he was 12 years old, he started with 
Fidelity Mutual as an office boy for $3 
a week. Realizing the limitations of his 
schooling, Mr. Talbot spent several 
years at night school and with private 
tutors. Despite his industriousness, it 
was eight years before he attained the 
salary status of $50 a month. In 1889 
he was placed in control of the supply 
department and seven years later he be- 
came office superintendent. One day 
President L. G. Fouse called Mr. Talbot 
into his office and told him he wanted to 
try his hand in production. Mr. Talbot 
went to a small Pennsylvania town and 
started soliciting business. From this 
obscure start he became a figure in the 
head office agency and in 1889 he was 
made agency director. 


Heads Casualty Company 


In 1903 he was elected second vice- 
president and a director. A few years 
later he became president of Philadel- 
phia Casualty, then controlled by Fidel- 
ity. He succeeded in getting that com- 
pany into excellent shape and negotiated 
its sale to Fidelity & Deposit. During 
this time Mr. Talbot continued in close 
touch with the agency department of 
Fidelity Mutual. 

In 1911 he was named vice-president 
in full charge of the agency force. Pres- 
ident Fouse, who had hired Mr. Talbot, 
suffered a stroke of paralysis and Mr. 
Talbot took over many of his duties and 
on Feb. 24, 1914, following Mr. Fouse’s 
death, he was elected president. The 
company then 34 years old, had $134,- 
064,215 insurance in force and under Mr. 
Talbot’s leadership it has now grown to 
$382,940,982 insurance in force. 
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F — Life 
Reinsures United 
Life of Kansas 


Announcement that the resources of 
United Life of Salina, Kan., have been 
purchased and that its outstanding in- 
surance will be reinsured immediately by 
Franklin Life is made by Chas. E. 
Becker, president of Franklin. 

As a result, the Franklin Life’s assets 
with be increased to almost $50,000,000 
and its business in force to $228,000,000. 
United has $12,000,000 of insurance in 
force and assets of $1,450,000. 
lin’s new production last year amounted 
to approximately $30,000,000 and asset 
gain was $3,200,000. 

United Life was founded 15 years ago 
by C. L. Brown, Kansas telephone and 
public utility executive. Its business has 
been essentially confined to Kansas al- 
though it is licensed and has some busi- 
ness in Missouri and Indiana. 

Franklin Life thus increases its Kan- 
sas business to almost $20,000,000 and 
secures United’s agency force headed by 
Elliott Belden who has been vice-pres- 
ident and agency director. Mr. Belden 
will remain at Salina as division mana- 
ger in charge of Kansas, Colorado, and 
a portion of Missouri. 

Mr. Becker started his life insurance 
career in Wichita 21 years ago. 

Investments now maintained by United 
Life in Kansas on deposit to guarantee 
reserves on its policies which are reg- 
istered by the insurance department will 
remain under the control of the depart- 
ment of that state. 

The controlling interest in United Life 
was acquired in February, 1941, by Wil- 
liam M. West at $15 a share. It is 
understood that Mr. Becker was inter- 
ested in that transaction, 

United Life as at Dec. 31, 1940 had 
assets $1,393,297; capital $200,000; net 





surplus, $133,069. Total income was 
$345,159, disbursements $248,483, new 
business, $2,323,528; insurance in force, 
$11,003,113. 


Missouri Court Paves Way for 
Closing Burial Concerns 


JEFFERSON CITY, MO.— Action 
of counsel for the Barry County Burial 
Association at Cassville, largest burial 
society in Missouri, in filing with the 
Missouri supreme court a_ stipulation 
confessing the validity of the ouster pro- 
ceedings brought against it last Novem- 
ber by Attorney-general McKittrick 
opens the way for complete elimination 
from the state of similar societies. 

The supreme court ordered the society 
to cease writing and selling burial in- 
surance, effective as of Jan. 5. Officers 
of the society were ordered to hold in 
trust for the benefit of members all as- 
sets of the society. Outstanding con- 
tracts will be fulfilled as long as assets 
permit. 

About 30 burial societies still are op- 
erating in Missouri. Some societies quit 
or reorganized under the insurance laws 
after the supreme court in December, 
1940, held unconstitutional the law un- 
der which the societies were organized. 





Cecil L. Schilling, Equitable Life of 
Iowa, has been elected president of the 
Burbank, Cal. Junior Chamber of Com- 
merce. 





Many Gains Shown in 1941 Production 





— Paid Business——_, 
1941 


ile in Ins. in Force— 
941 9 


4 1940 19 
California-West. States...$ 34,105,007! $ 25,433,526 +$1 ; 412, 099 +$ 5,668,193 
FURCOIBION Til0O 6664+ 20.0.2 14,366,203 13,202,157 +5,850,610 + 3,287,608 
pe ee eS re 24,825, 060 19,471,215 +6,821, 407 + 31,730,9332 
Rondon Gite, Can... ... 6% 130, 200. 000 113,473,573 +72,569,555 + 55,127,726 
Minnesota Mutual Life... 38,012,636 33,236,694 +11,898,952 + 10,457,320 
Pacific Mutual Life...... 42 638, 7388 37,782,3308 + 8,226,002 + 820,468 
Standard Life, ind........ 2,711,627 2,151,430 +41, 674, 473 + 22,180 
Union Central Life....... 71,705,504 70,469,496 + 7,897,868 +1,170,517 
United Benefit Life....... 60,891,869 9,111,209 + 32,629,904 + 20,272,294 


YIncluding group. 


“Includes $29,345,839 reinsurance of Great American Life’s Ordinary. 


sIncludes increases and restorations. 
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Pacific Mutual Reports 


Pacific Mutual Life 1941 paid life in- 
surance amounted to $42,638,738, in- 
cluding increases in and additions to 
existing policies, a gain of 12.8 percent. 
Insurance in force increased $8,226,002, 
bringing the total to $596,126,117. 
Bankers of Iowa 

3ankers Life of Iowa paid for $66,- 
190,007 business in 1941, bringing its to- 
tal in force to $784,030,085. Included is 
$3,802,000 new group and _ $3,714,000 
group in force. 

Columbus Mutual Life 

Columbus Mutual Life had new paid 
business in 1940 of $13,521,696, or 20 
percent in excess of 1940. Insurance in 
force was $148,611,530. The net gain 
was $7,542,755, an increase of 66 percent 
over the gain in 1940. In persistency of 
business, 1941 was one of the best years. 
Assets were approximately $40,000,000 
reflecting a 9 percent gain. John C. Dex- 
ter of Columbus was the leading pro- 
ducer. 


Manhattan Life 

New paid business of Manhattan Life 
for 1941 totaled $20,165,978 as against 
$17,501,041 in 1940, a gain of 15 percent. 
Insurance in force increased by $11,500,- 
000 as against $8,511,529 for 1940. The 
insurance now in force totals $97,182,000. 


Reliance Life 

Reliance Life showed new life insur- 
ance last year of $64,273,495, gain 16.1 
percent or $8,927,659. New accident pre- 
miums were $91,666, increase 25.4 per- 
cent. Health insurance premiums were 
$79,603, gain 31.7 percent. Life insur- 
ance in force is $534,027,616, gain $29,- 
252,00 ¢. 


Midland Mutual Life 

Midland Mutual Life closed the year 
with $129,019,535 in force, a gain . $6,- 
416,125 compared with a gain of $5,046,- 
701 in 1940. New _ business ‘totaled 
$13,800,000, a gain of 13 percent. The 


persistency record was the best in his- 
tory, the preventable terminations being 
less than 4 percent. The company has 
paid or credited to policyholders, annui- 
tants and beneficiaries more than $75,- 
000,000 in the past 36 years. 


Shenandoah Life 


Total paid business in 1941 was 
$50,584,222, $22,107,340 in group and 
$28,476,882 ordinary. Ordinary paid 
business increased 32 percent. 

On Dec. 31 insurance in force was 
$247,787,005, of which $153,796,233 was 
group and $93,990,762 was ordinary. 
This was an increase of $32,326,681, of 
which $16,716,277 was group and $15,- 
610,404 was ordinary. Gain in ordinary 
in force was 57 per cent. 

The Shenandoah Life is honoring 
President P. C. Buford during January. 
He was elected president in December, 
1939, and the company has shown rapid 
progress under his administration. 


Bankers National Life 


3ankers National had best single 
month’s production in history in De- 
cember which was dedicated as appre- 
ciation month in honor of William J. 
Sieger, vice-president and superintend- 
ent of agencies. Written business to- 
taled $3,500,000, an increase of 235 per- 
cent over December, 1940.  Pair-for 
business shows a 74 percent gain. 


Mutual Benefit Life 


New paid business of Mutual Benefit 
Life in 1941 gained 16.82 percent over 
1940 and number of lives increased 6.96 
percent, bringing total honor roll pro- 
duction to $142,116,575 on 24,007 lives, 
highest point since 1933. December 
paid was $25,992,315, best month since 
1930. 

Insurance in force increased by nearly 
$46,000,000 to a total of $2,114,070,806. 
Among agencies 62.5 percent had a bet- 
ter year. Membership in the Leaders 
Club ($100,000 minimum) increased 
17.5 percent and in the Lives Leaders 
Club (50 lives minimum) 26.4 percent. 








Editor Hanna Sees War 
as Stimulus to Life Sales 


Life salesmen need a “fourth dimen- 
sion” in their business—one of spending 
a definite part of their time each day ed- 
ucating clients on the real reasons for 
the soundness of life insurance, Phil 
Hanna, business editor of the Chicago 
Sun, declared in a talk at the luncheon 
meeting Thursday of the Chicago Assoc- 
iation of Life Underwriters. It is not 
sufficient merely to know the rules and 
facts about life insurance and to work 
hard. 

If the people who own policies had 
known why life insurance was good for 
them to own, there would have been a 
howl of protest over the T. N. E. C. in- 
vestigation. 

Mr. Hanna said many life men appear 
to be worried over war’s effects on their 
business. They overlook that war brings 
home to people the idea of self-preserva- 
tion and of protecting the home. They 
turn instinctively to insurance in these 
times, but the effect can be greatly in- 
creased by agents putting emphasis on 
what the insurance does, instead of on 
price and technical matters. 

“The long range hazard of war to in- 
surance is less than the hazard of rack- 
eteers trying to muscle into it,” he said. 
This is “Caponiism” in a new dress. He 
referred to CIO locals which have been 
organizing among industrial life agents. 

“Tf they get in, all the time-honored 
rules, such as diversified investments, 
will go by the board. Then insurance, 
and even U. S. bonds could be hurt.” 


Northern Life Awards Trophy 


PORTLAND, ORE.—Awarding of 
the president’s trophy to the agency 
which exceeded its quota by the largest 
amount during December, known as 
President Morgan month, was the out- 


iene eins ‘Phone 
Directory Is Published 


THE NATIONAL UNDERWRITER has com- 
pleted the compilation and printing of 
the Boston Insurance Telephone Direc- 
tory and copies are being mailed this 
week. 

The directory is the first of its kind 
ever compiled for Boston but THE 
NATIONAL UNDERWRITER plans to publish 
a new edition annually in January, 
bringing up to date the names, telephone 
numbers and addresses of those engaged 
in all phases of the insurance business in 
Boston metropolitan area. 

Additional copies of the directory can 
be obtained from THE NATIONAL UNDER- 
WRITER’S Boston office, 944 Park Square 
building, telephone Hubbard 8696, or 
from the Chicago office, 175 West Jack- 
son Boulevard, 








standing feature of the annual dinner 
of Northern Life. 

John Meyer, who is celebrating 20 
years of service and who was the real 
leader for the month, was designated to 
accept the trophy on behalf of Portland 
agency, which carried off the honors 
with $531,000 of new business. 








Chinese Identification 
Cards Are Presented 


The United States Life is pro- 
viding cards which identify the 
holder as a Chinese and not a 
Jap. Cards have been sent to all 
Chinese policyholders of the com- 
pany and they are found very pop- 
ular in Chinatown in New York. 
Chinese have been much embar- 
rassed by being taken for Japs. 














WE ARE BUILDING 
FUTURES 


We have just set up an 
Agency Division in which 
the entire staff, headed by 
an Agency Vice President, 
came from our own ranks. 


The seven men who com- 
prise this staff have a total 
combined service of 134 
years with this company. 


No one of them ever 
worked for any other in- 
surance company. 


Every one of them has 
worked as an Agent in 


the field. 


This tells the story better 
than any other way we 
know of how Shield Men 
are building futures. 


NATIONAL LIFE 


AND ACCIDENT 
InsunanceCompanylnc. 


NATIONAL 
jis: A. CRAIG, Chairman of the Board \aaapmeuveeM/C. R. CLEMENTS, Prosident| 
JATIONAL BLDG. 


TENNESSEE 
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Three Second Vice-presidents Named by the Penn Mutual igo 





CHARLES V. CORNELL 


Three Penn Mutual men were elected 
as second vice-presidents by the trustees. 
They are Charles V. Cornell, M. Louis 
Johnson and Dr. Samuel B. Scholz, Jr. 

Mr. Cornell also is supervisor of appli- 
cations. He went with the company in 
1901 as a member of the underwriting 
department clerical staff. In 1927 he was 
appointed assistant supervisor of appli- 
cations and death claims and registrar, 
in 1931 he became assistant supervisor 
and in 1937 supervisor of applications. 
He is program chairman of the Home 
Office Life Underwriters Association. 
Johnson Is Actuarial Chief 


Mr. Johnson is actuary as well as 
second vice-president. He is the chief 
actuarial officer. Mr. Johnson entered 


Prudential Starts 
Debitizing Ordinary 
Plan on Feb. 2 


Prudential will start debitizing all or- 
dinary business in force in its industrial 
office districts upon which renewal com- 
missions are not now being paid, effec- 
tive Feb. 2. The plan, which has been 
under consideration for several years, is 
similar to that announced by John Han- 
cock Mutual Life last week, with the ex- 
ception that business will be assigned 
immediately to agents in each office. 
A 1 percent service commission will be 
paid on such ordinary business. The 
action was taken by both companies as 
a conservation move. 


Plan Well Received 


John Hancock Mutual Life’s announce- 
ment regarding the debitizing of ordi- 
nary business written through its indus- 
trial offices is being well received in the 
field. The 1 percent service fee will be 
paid on.all free business, that is, busi- 
ness on which no renewal commissions 
are being paid. Until all such business 
is assigned, which is expected to take at 
least a year to accomplish, 1 percent 
commission on all free business in force 


~. 


in the district will be divided equally 
among the agents in the office each 
month. In addition each agent will be 


paid a flat $1 a week for a conservation 
service fee. The 1 percent commission 
is not a collection fee as it will be paid 
on all free business regardless of how 
the premium is paid, 


Means Substantial. Increase 


John. Hancock pays renewal commis- 
sions for nine years and after this pe- 
riod the 1 percent conservation com- 
mission will be paid. However, there fs 
a considerable amount of orphan busi- 
ness less than nine years in force, upon 
which the new commission will be paid. 
In some districts the amount of free 
business amounts to as much as 75 ner- 
cent of the total ordinary in force so 





LOUIS JOHNSON 


M. 


the company’s service in 1910, in the 
actuarial department, in 1922 was ap- 


pointed assistant actuary, in 1930 associ- 
ate actuary, in 1937 associate actuary 
and director of research. He is a gradu- 
ate of Swarthmore College and a fellow 
of the Actuarial Society of America and 
American Institute of Actuaries. He was 
instructor of insurance mathematics at 
Swarthmore, and has been actuary for 


the Montgomery County Employees 
Retirement Plan since its inception in 
1937. George R. White continues as 


actuary. 

Dr. Scholz also is medical director, a 
post he has held since 1930. He was 
president of the Association of Life In- 
surance Medical Directors in 1938, is 
chairman of the blood pressure commit- 


eens lenenes 
Uiah Department 


SALT LAKE CITY—Deputy Com- 
missioner C, N. Ottosen has resigned to 
become assistant attorney general. The 
news of the resignation was received 
with considerable surprise in insurance 
circles. No thought of a successor has 
been given consideration, and the belief 
is that the post will remain vacant indefi- 
nitely. Mr. Ottosen was graduated from 
the law school of the University of Utah, 
in 1930, and for three years following his 
graduation was special agent with the 
F.B.I. in Salt Lake City. From 1933 to 
1935 he was special investigator for the 
Salt Lake county attorney’s office, and 
then was appointed deputy commissioner 
by former Commissioner C, C. Neslen. 


that the new plan represents a material 
increase in agents’ earnings. 

Metropolitan Life has been paying a 
1 percent collection fee on free ordinary 
business for about 17 years. 


The Newark Trust Council has 
changed its name to the Life Insurance 
& Trust Council of Northern New Jer- 
sey. Officers will be elected at the next 
meeting. 





SAMUEL JR. 


SCHOLZ, 


DR. B. 


tee of that association, a fellow of the 
American College of Physicians, and a 
board member of the Philadelphia Heart 
Association. He is vice-chairman of the 
International Life Assurance Congress, 
and read papers at London in 1935 and 
Paris in 1938. 

Assisted In Heart Study 


He was one of Dr. H. B. Sprague’s 
three assistants in preparation of the 
American Heart Association’s publica- 
tion on “Examination of the Heart,” 
and he was a member of the joint com- 
mittee of that association and the Car- 
diac Society of Great Britain and 
Ireland which published “The Standard- 
ization of Blood Pressure Readings” a 
few years ago. 


War Gleace 
Features Traced 


The war clause practice of Colonial 
Life of Jersey City has a unique fea- 
ture. Under the wording of the clause 


there is an actual limitation on the lia- 
bility of the company in the event of 
death resulting from military or naval 
service in time of war within the United 
States and Canada. However, the com- 
pany’s actual practice will be to provide 
full coverage without cost within the 
United States so long as the U. S. is not 
invaded, 

Liberty National Life of Birmingham, 
Ala., intends to make its war exclu- 
sion clause a part of the policy on new 
business rather than a rider or endorse- 
ment. Liberty National is attaching the 
war risk and aviation exclusion provi- 
sions on male lives, 10 to 44 inclusive, 
as regular practice at present. Inas- 
much as it is issuing most other busi- 
ness without a war clause the company 
will have to maintain two sets of poli- 
cies, one without the exclusion provision 
and one with it. 


——_# 


Order revised edition of “Life Insur- 
anee and Federal Tax Laws,” prepared 
by Diamond Life Bulletins. 50c a copy. 
National Underwriter, 175 W. Jackson 
Blvd., Chicago. 
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Ky. ‘Commissioner 
Calls Attention to 
Tax on Dividends 


Insurance Director Goodpaster of 
Kentucky has issued a bulletin to all 
life companies doing business in that 
state calling special attention to the fact 
that the Kentucky statute dealing with 
taxation of life company premiums does 
not permit deductions for dividends. 

“Taxable premiums include annuity pre- 
miums and dividends applied for pre- 
miums and additions,’ according to the 
bulletin. 

Kentucky is one of the several states 
that requires payment of the premium tax 
on the gross amount of premiums col- 
lected, and does not permit deduction of 
the dividends paid by mutual companies, 
This amounts to a substantial oe 
in the tax expense in Kentucky and i 
those other states which follow the same 
practice. Purpose of the bulletin ap- 
parently is to make the Kentucky law 
clear to companies at a time of the year 
when the latter submit their figures for 
premium tax purposes. 


Florida Taxes Dividends 


Florida is another state that now re- 
quires payment of the premium tax on a 
gross basis. That state amended its 
laws in 1941 so that the companies now 
cannot deduct dividends, 

In Iowa a case was decided holding 
that dividends are not deductible, but 
there is currently pending another case 
to determine the tax status of dividends 
used to purchase paid up additions. 

In some states the companies are spe- 
cifically permitted to deduct dividends. 
Where the laws are silent on the point 
the deduction is, for the most part, per- 
mitted. States handle the matter in two 
ways, either the company does not have 
to report the dividends, or, if it does, 
it can deduct them in figuring the tax 
liability. 

New York’s Practice 


New York permits deduction of divi- 
dends except deferred dividends paid to 
policyholders on maturing policies. 

The position of mutual companies is 
that the dividends represent in large part 
a return of premiums and to that extent 
have been taxed once; when returned or 
credited to the policyholder they should 
not be taxed a second time. Because of 
the amount involved, companies vigor- 





ously have opposed the taxation of 
premums on a gross basis. 
Reed Nelson No. 1 Producer 

Reed C. Nelson of Cedar Rapids, Ia., 


in 1941 headed the Leader’s Club of Mu- 
tual Trust Life with a paid production of 
$1,878,500. None of this business was 
group insurance and very little of it was 
on the term plan. 

Mr. Nelson’s total of $1,878,500 in 
paid-for business was written on some 
400 lives. The average sale was nearly 
$4,700. Mr. Nelson is the first Mutual 
Trust agent to exceed the million dollar 
mark in 11 vears. Leadership in both 
paid volume and number of lives gave 
Mr. Nelson the topmost honors in his 
company’s Leaders Club and Marathon 
Club. 





FIGURES FROM DEC. 31, 1941, STATEMENTS 


























Surplus to New Change Prems. Total Benefits Total 
Total Policy- Bus. Ins. in Force in Ins. Income Income Paid Disburs. 
Assets holders 1941 Dec. 31, 1941 in Force 1941 1941 1941 1941 
$ $ $ $ z 
Columbus Mutual Life.. 73,776 3,363,605! 148,611, 530 4,878,372 2 2,450,199 
Equitable Life, Ia......22 7,848 10,300,344 618, 720,08 21,237,197 13,080,995 
Home State Life........ 654 405,144 838,822 159,374 
Minnesota Mut. Life.... ,850 ie) 8, 7,170,214 3,902,412 6, 818, "442 2 
Natl. Fidelity Life... 73,106 3, 30, 090. 065 666,466 386,727 806,203 
National Life, Vt.......238,241,780 3,8 600,130,230 22,639,057 17,769,795 26,892,490 
Northern Life, Can...... 4,906 ‘ 5,770,! 3 1,400,285 1,003,043 1,593,161 
Northwestern National.. 9,083 + 5,944,880 44,240,496 a 11,329,751 6,010,459 10,32 1,136 
Republic Life, Okla..... 656 248,054 5,809,150 22,445,500 468,615 97,943 312,290 
Rocktord Tlfe. 036.555 749 898 269,618 4,416,429 17,868,249 450, 006 194,543 451,515 5 
Texas: State: Lite:......:.:.: 228,718 1,418,000 5,641,744 ; 53 281,298 109,666 
Western Reserve Life... 287,452 271.702 4,100,243 19,272,938 2,195, 35 54 103,554 516,054 
Investment fluctuation fund of $150,000 excluded. (Surplus to policyholders, includes capital). 


“Voluntary contingency 


3Issues excluding revivals, increases and 


reserves and surplus 


all 


funds over 
additions. 


legal liabilities. 
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Study of Government Regulation of 


Insurance Made by R. H. Blanchard 


CLEVELAND. — The increasing de- 
mand for security and equity enforced 
by governmental authorities will con- 
tinue, with special emphasis on insur- 
ance, Dr. Ralph H. Blanchard of the 
Columbia University School of Business, 
and president of the Casualty Actuarial 
Society, stated in his talk on “Insurance 
and Government.” The address was the 
first annual lecture on insurance at Fenn 
College here, and comes while insurance 
people are still contemplating the pos- 
sibility of some form of federal regula- 
tion. 

In meeting this development Dr. 
Blanchard suggested that governmental 
regulations should be applied to insur- 
ance along the broad general principles 
of allowing the widest possible field for 
the exercise of private initiative, but sub- 
jected to restraint and guidance. Dr. 
Blanchard put forward several specific 
ideas along this line as suggestions. 


Standards Better than Regulations 


Legislation should set up standards 
rather than attempt minutely to regulate 
insurance, because, he pointed out, 
legislatures are better able to determine 
broad policies than to adopt detailed 
rules. 

Wherever possible, insurance should 
be left free to develop new ways of 
serving the public, where this can be 
done without opening a path to dis- 
honesty or incompetence. An insurer 
desiring to write a new line not specific- 
ally authorized by law must in most 
states apply to the legislature for an 
enabling amendment. While the pur- 
pose of listing the kinds of insurance 
is to avoid those inimical to the public 
welfare, Dr. Blanchard sees just as 
much room for unsoundness within the 
confines of presently authorized lines as 
in novel fields. 


Freedom to Act Important 


Power and freedom to act are ex- 
tremely important to an insurance de- 
partment in protecting the public from 
the effects of bad or dishonest manage- 
ment, he said. Legislation comes after 
the fact, but a commissioner with the in- 
formation and authority can act quickly 
and effectively. His most important 
weapon is information, whether acquired 
by routine reports or by special exami- 
nation. Even if he _ possesses little 
authority for taking emergency action, 
with knowledge of the facts he is in a 
position to exercise considerable moral 
pressure. He can impose fines, forbid 
improper practices, give publicity to his 
findings, cancel or refuse licenses, and 
in extreme cases take over carriers for 
liquidation or rehabilitation. He can ac- 
complish results unattainable if neces- 
sary to await action by the legislature or 
court. 

It is better for a commissioner to have 
the option of acting rather than be 
forced by mandatory law to take action, 
Dr. Blanchard said. The commissioner 
should have an instrument adaptable to 
circumstances rather than be bound by 
a rigid rule that he must apply without 
use of his individual knowledge and wis- 
dom. 


Need Flexible Statutes 


The terms of statute should be flex- 
ible. It is even more desirable for the 
department itself to maintain a flexible 
attitude. Insurance departments and 
state legislatures have some of the char- 
acteristics of institutions, and institu- 
tions tend to develop traditions and be- 
come unduly enamored of them. When 
they are abetted by the abhorrence of 
change which possesses many insurance 
executives, progress is pretty. effectively 
blocked. Regulations should encourage 
improvements in the interests of the 
public and should not wait for them to 
be forced upon the department. 

A cardinal principle is that the state 
insurance department and its head be 
competent and independent of special 


influence. Too few present departments 
satisfy these ideals, and regulation suf- 
fers to that extent. However, the best 
departments are found in states having 
extensive insurance interests, and their 
laws and administration control insur- 
ance in many vital ways far beyond their 
border. 

There are a number of characteristics 
peculiar to the business of insurance 
which have been responsible for leading 
to an increasing degree of control of 
insurance. The value of an insurance 
contract rests primarily on the ability of 
the insurer to meet its obligation in the 
future. Insured usually pays for these 
intangible values in advance. Insurance 
is a highly technical business and accur- 
ate judgments of the conditions of insur- 
ers or the fairness of their rates or con- 
tracts is a matter for experts. 


Objects of Control 


Most people agree on the proper ob- 
jects of government control, he said. 
These are solvency, fair practices, and 
competent service. 

The most important is solvency. Crea- 
tion of security funds to pay claims de- 
faulted by insolvent insurers shows the 
importance of solvency and of the social 
service of insurance. 

Second to solvency, but a growing ac- 
tivity of legislators and commissioners 
is the regulation of such practices as 
policy provisions, rates, adjustment 
methods and advertising. 

Competence now is being actively 
sought in the agency field. New re- 
quirements in force in several jusisdic- 
tions are far from onerous, and the fact 
that so many applicants fail to meet 
them shows the ease with which incom- 
petents, and worse, have in the past be- 
come “insurance men.” 

Government has chosen a_ middle 
course on insurance regulation, he said, 
leaving largely to private enterprise the 
initiative in offering insurance facilities 
and in developing them, but hedging 
that initiative about with safeguards for 
the public. 


Convention Plans 
of Year Are Shown 


Guardian Life will hold its agency 
convention at Edgewater Park, Miss., 
and New Orleans, Feb. 2-6. The gather- 
ing will commence at Edgewater Park, 
Feb. 2-3 and part of the next day, and 
then the group will go to New Orleans 
for the balance of its meeting. 

This year’s agency convention of Cali- 
fornia-Western States Life is to be held 
at Lake Tahoe, Aug. 18-21. 

Aetna Life will hold two regional 
meetings for its leading producers this 
year. The eastern regional gathering 
will take place at White Sulphur 
Springs, W. Va., June 29-July 2. The 
western regional roundup will be held at 
Del Monte, Cal., July 15-18. 

New England Mutual Life is planning 
a “home coming” agency convention this 
year at the home office in Boston, May 
18-20. The company, which recently 
occupied its handsome new home office 
building, expects to unveil the eight 
lobby murals at the time of the conven- 
tion. 

Philadelphia Life wil! hold its 1942 
agency convention at Lake Placid, N. Y., 
Julv 13-18. 

The agency convention of Pennsyl- 
vania Mutual Life will be held in At- 
lantic City the week of June 22. 

Home State Life of Oklahoma City 
will holds its 1942 agency convention in 
its home city some time during May. 

This year’s agency convention of 
Western Life of Helena will take place 
at Sun Valley, Idaho, July 6-9. 

Liberty National Life will hold its 
agency convention in Edgewater Park. 
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What a Dad! 


This father, impelled by deep affection and a 


keen sense of responsibility for his boy’s future, 
does more than take a real interest in his hobbies 


of today. 


He has made certain that, even if he should 
fail to survive, his son will be assured the 
means for the best education available—and 
the comforts of life until ready to embark on 


his own career. 


For these purposes the father has chosen to 
make full use of life insurance. 


All fathers are good prospects. 








Ged) rudential 
Susurance Y Company of America 


Home Office, NEWARK, N. J. 
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Explain New 
Agency Contract 


Continental American 
Managers, Supervisors 
and Agents in Conference 


A new agency contract and a new life 


policy were announced at the agents 
convention Continental American Life 
held in Wilmington, Del. More than 


half the field force attended, and all man- 
agers and supervisors were present at 
the managerial conference which pre- 
ceded the annual meeting. 

The managerial conference morning 
session was devoted largely to the new 
income replacement term policy which, 
for a uniform premium at all ages, pays 
in event of death an income of $10 per 
month per unit until the insured would 
have been 65, plus a cash sum which var- 
according to the insured’s age at 
death. This cash sum may be used to 
prolong the income. The policy is is- 
sued from ages 20 to 50. 

T. W. Reed, assistant secretary, 
plained the new policy _— and he 
and Vice-president M. Bell sat at the 
experts’ able during a "question period. 
C. I. Jamieson and K. N. Brown of the 
agency department demonstrated sale of 
the policy. W. F. Howe, director of 
sales training, spoke on “Skill in Selling 
the New Policy.” 

At the afternoon managers session, the 
new —— contract was explained by 
G. H. Amerman, associate actuary. This 
contract, in addition to the first year 
commission, pays extra “production re- 
wards” to agents reaching specified lev- 
els in first vear commissions during later 
It also pays a service salary and 


ies 


cx= 


years. 
a level pension. 

President A, A. Rydgren opened the 
annual agents meeting at a luncheon. 
Talks were made by Messrs. Bell, Howe 
and Reed. 

Special honors were paid to 35 mem- 
bers of the Presidents Club at the din- 
ner-dance the next day. Nine members 
were inducted into the “Old Guard” by 
E. C. Burt, captain of that organization. 


Skit on Work Organization 


A skit illustrating the value of work 
organization was put on by M., J. Lauer, 
P. B. Fleming and J. W. Fox, assisted 
by M. B. Simon, H. S. Mason, Bernard 
Hertan, C. I. Jamieson, R. W. Horn, L. 
R. Dukes and Jules Anzel. ; 

R. E. Halstead, superintendent of 
agencies, who presided at most of the 
sessions, spoke on “Our Fighting Tac- 
tics,’ Dr. C. L. Benner, vice-president, 
talked at a luncheon. 

New members of the Old Guard are: 
G. J. Ainbinder, David Moskowitz, M. J. 
Hancel, M. J. Lauer, Jules Anzel, Robert 
Kruh, E. D. Turner, Jr., R. B. Cooper 
and J. G. Creamer. 

Officers of the Presidents Club who 
qué ilified for their posts by 1941 produc- 
tion are: President, Louis May; vice- 
presidents, Robert Kruh, P. B. Pass- 
more, G. M. Doherty, S. B. Sapirstein, 
Messrs. Lauer, Hancel and Anzel, and 
J. W. Fox. 

Housing Project Bill in Virginia 

RICHMOND—A bill that would le- 
galize the financing of housing projects 
in Virginia by life companies has been 
introduced in the house. The purpose is 
to enlarge the scope of investments for 
life insurance companies. Its main fea- 
tures are the granting of permission 
for such companies to invest in low 
cost housing projects and in bonds of 
terminals, tunnels and bridges. Invest- 
ments in housing projects would be re- 
stricted to areas within a 10-mile radius 
of cities having a population of 100,000 
or more. This would include only terri- 
tory adjacent to Richmond, Norfolk and 
the District of Columbia. Companies 
would obtain authority from the state 
corporation commission to make such 
investments, when investment and loca- 
tion qualifications have been met. 
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New Eaviaad Mutual Expands edition Staff 
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HOMER C. CHANEY 

To accentuate its educational program 
and field training service, New England 
Mutual has added two prominent field- 
men to its home office agency depart- 
ment staff. 

Homer C. Chaney, since 1939 training 
department manager of Hays & Brad- 
street, Los Angeles, has been appointed 
director of field training in charge of 
field administration. 

William C. Gentry, supervisor Albert 
H. Curtis & Co., Boston, has been ap- 
pointed supervisor of field service, which 
will include home office administration 
of “career underwriting” and ‘advanced 
underwriting” programs. 


Hill Has Special Assignment 


John Hill, who has been in charge of 
the educational division since 1939, has 
been named special assistant to President 
George Willard Smith. Mr. Hill will 
continue as editor of “The Pilot’s Log,” 
field magazine, assisted by Alan C. Beck. 

Mr. Hill graduated from the University 
of Minnesota in 1929 and received his 
M.B.A. from the Harvard Business 
School in 1933, after which he joined 


New England Mutual’s agency depart- 
ment. 
Mr. Chaney, a graduate of Pomona 


WILLIAM C. GENTRY 
College and a Phi Beta Kappa, was on 
the economics faculty and track coach 
at Pomona from 1921 to 1924. After 
serving as a trust officer in a southern 
California bank and doing adult educa- 
cational work, Mr, Chaney entered life 
insurance with the Hays & Bradstreet 
Agency in Los Angeles in 1937. He 
made an immediate success as a personal 
producer and two years later was ap- 
pointed manager of the agents training 
department. He is on the National Asso- 
ciation of Life Underwriters’ educa- 
tional committee and is chairman of the 
Los Angeles association’s educational 
committee. For four years has been a 
prominent speaker of the Los Angeles 
caravan sales group. 

Mr. Chaney’s new duties will take him 
to the general agencies throughout the 
country. 


Son Worked with Curtis Agency 


Mr. Gentry is a son of Frank Gentry, 
New England Mutual’s associate general 
agent in Kansas City. After graduating 
from the University of Michigan in 1931, 
William C. Gentry entered the New 
England Mutual’s home office training 
course. The following year he joined the 
Curtis Agency as supervisor, acquiring a 


JOHN HILL 


Wide experience in recruiting and train- 
ing. After a year’s intensive work in all 
phases of pension trusts, he was placed 
in charge of the Curtis Agency’s bro- 
kerage department in January, 1940. 

Mr. Gentry will be assisted by Herbert 
M. Thurston, who has had two years of 
experience in home office work with “ca- 
reer underwriting.’ E, Robinson Mc- 
Mullen will continue to cooperate in 
“advanced underwriting” administration, 
in addition to special assignments given 
him by the director of agencies. Admin- 
istration of the sales service bureau un- 
der the supervision of Mr. Gentry, will 
be continued by Frank S. Abbott, who 
has been with this bureau since its in- 
auguration a year ago. 

Since the installation of “Career Un- 
derwriting” in January, 1939, New Eng- 
land Mutual has followed a basic train- 
ing and educational course, to which 
“Advanced Underwriting” was added in 
September, 1940. More than 300 field 
men have already qualified as career un- 
derwriters, with an equal number now 
in the process of completing this course. 
There are 290 agents taking the “Ad- 
anced Underwriting” course, which is 
restricted to agents qualified for ad- 
anced work, 








Tentative Plans 
for U. S. Health 
Insurance Hinted 


The “United States News” has pub- 
lished what it claims are tentative plans 
for putting into effect the recommenda- 
tions of President Roosevelt made in his 
recent budget message for increase in 
social security taxes and expansion of 
benefits. Legislation to carry these rec- 
ommendations into effect has not yet 
been introduced. Interest is keen in the 
subject on the part of accident and 
health people particularly, because the 
President recommended providing total 
and permanent disability benefits and 
hospitalization. 

According to the “United States News” 
the tentative plan is to provide bene- 
fits in the event of permanent disability 
on a basis comparable to the system 
now used in providing for persons re- 
tiring because of old age. It is estimated, 
according to this publication, that the 
cost of permanent disability benefits 
would range from about $600,000,000 to 
$1,000,000,000 a year or from 1% to 
nearly 3 percent of payroll. 

The tentative plan is to administer 
temporary disability benefits as a part 
of the unemployment compensation pro- 
gram. Benefits would be provided to 
those who become sick while unem- 
ployed and are not entitled to unemploy- 
ment insurance benefits. 

The “United States News” asserts 
that it is very unlikely that Congress 


Changes in Leonard. 
Agency of Mutual Life 





Joseph E. Boettner has been appointed 
agency organizer of the J. Frank Leon- 
ard agency of Mu- 
tual Life in Phila- 
delphia. He entered 
the field in 1922, 
joining Mutual 
Life in May, 1940, 
as supervising as- 
sistant in the Leon- 
ard agency. He 
received the desig- 
nation of C.L.U. in 
1934. 

Robert H. Gun- 
daker becomes 
supervising _assis- 
tant in the agency, 
with which he has 
been connected for 
he was the leading 
Leonard agency. 





J. E. Boettner 


In 1941 
in the 


some time. 
producer 








will act any time soon on the Presi- 
dent’s recommendation for hospitaliza- 
tion benefits to be included under social 
security. 


F. W. Heron to Be Broker 


SAN FRANCISCO—F. W. Heron, 
for many years supervisor of agencies on 
the Pacific Coast of Fidelity Mutual 
Life, and since 1933 vice-president and a 
director of Security Life & Accident of 
Denver, has resigned those connections. 


Courts More Liberal on 
Declarations, Lawyer Says 


The attitude of courts on admissibility 
of declarations by the insured regarding 
the nature of an injury was discussed in 
connection with accident policies and the 
double indemnity provisions of life poli- 
cies by Joseph F. Sheen, Chicago attor- 
ney, at a meeting of the Chicago Insur- 
ance Lawyers Club Tuesday. 

Although every case on this point is to 
a certain extent “a law unto itself,” Mr. 
Sheen said there is a general tendency 
on the part of the courts to adopt a more 
liberal view on the question of admitting 
declarations. 

The fundamental problem is whether 
the declarations sought to be _ intro- 
duced in evidence in favor of the bene- 
ficiary are part of admissible evidence or 
merely hearsay or self serving, As one 
court pointed out, “what the law alto- 
gether distrusts is not after-speech, but 
after-thought.” 

Several things bear on admissibility, 
time between the injury and the declara- 
tions, whether the declaration is volun- 
tary or in response to inquiry; whether 
it was made at the location of the injury; 
whether there is evidence of the happen- 
ing of an accident, etc. 





He will continue to operate in San 
Francisco as a broker. He was with Fi- 
delity Mutual more than 30 years before 
retiring about 1940. While with this 
company he developed the monthly in- 
come plan of settlements and was one 
of the principal advocates. 
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N. Y. Deneienenii 
Report Blasts 


Fee Counsellor 


NEW YORK—The New York de- 
partment has released its report on its 
examination of the Donald Besdine fee 
counsellor concern of New York City. 
The report is sharply critical of a num- 
ber of the firm’s practices. Included in 
the conclusions of the examiner, Herbert 
Stern, are the following points: 

“These consultants have made misrep- 
resentations, misleading statements and 
incomplete comparisons concerning the 
true nature of the changes recommended 
by them. 

“While the advice actually given is of 
a simple and routine nature, they have 
represented to the public that they have 
an actuarial bureau, employ practical 
actuaries and make a ‘study’ of the pol- 
icyholder’s insurance. 

“In connection with fee practices sub- 
stantial amounts have been charged for 
simple and routine advice and there have 
been numerous deviations from the fee 
formulae. Many of the recommenda- 
tions of these consultants have not been 
followed, even though fees have been 
paid. 

“In a number of instances the consul- 
tants wrongfully refused to return poli- 
cies to policyholders who decided not 
to follow their advice, unless the policy- 
holders paid the fees demanded by them. 

“Numerous lawsuits and complaints to 
the insurance department charging fraud 
and deceit, breach of contract and viola- 
tion of section 127 of the insurance law 
were filed.” 

Section 127 deals with misrepresenta- 
tions, misleading statements and incom- 
plete comparisons. 

The Besdine concern 


ranks second 


only to Morris H. Siegel in importance 





in the counsellor field. The paren 
examination is the first which it has made 
under an amendment to the law enacted 
in 1940 which brought counsellors within 
the definition of a service organization. 

The report shows that the Besdine 
firm, which deals mostly with industrial 
policyholders, collected some $184,700 
from policyholders in a two-year period 
and that their recommendations con- 
sisted chiefly of changes from endow- 
ment and limited payment policies to 
whole life contracts, 

Only rarely did their recommendations 
call for a change from industrial to ordi- 
nary. A number of the concern’s em- 
ployes were agents who had been dis- 
charged because of irregularities. The 
licenses of two of them had been ordered 
revoked for cause by the insurance de- 
partment. The two others whose life in- 
surance experience was solely in the 
capacity of agent were held out to the 
public as “practical actuaries.” 





District Managers Are 
Named by Metropolitan 


Metropolitan has appointed three dis- 
trict managers, C. E. Reynolds, staff 
supervisor field training division, as 
manager of one of the seven district of- 
fices in Buffalo, N. Y., M. A. Brinkley of 
the Washington, N. C., district staff, as 
manager of the Florence, S. C., district 
office, and H. E. Towson as manager at 
Lancaster, Pa. 

Mr. Reynolds was graduated from 
3oston University in 1929 and became 
a Metropolitan agent in Burlington, Vt., 
then assistant manager and general as- 
sistant manager for New England terri- 
tory. In 1936, he was made agency sales 
supervisor at the home office and in 1937 
was promoted to staff supervisor. His 
new headquarters are in the Waldorf 
building, Buffalo. 

Mr. Brinkley succeeds J. W. McGehee 
who has been transferred to Greenville, 


Prudential Air Raid Drill 
Goes Off Smoothly 


NEWARK—The home office em- 
ployes of Prudential Monday partici- 
pated in their first air raid drill and 
they reached designated safety zones 
with speed and precision. 

At 2:55 p. m., the workers were given 
the alarm by bells, which are located 
in all departments. Intermittent ringing 
gave the signal for air raid evacuation, 
and all employes on the upper floors 
proceeded, under the direction of trained 
monitors, down designated stairways to 
safe areas. There they found additional 
monitors ready to direct them to their 
places. 

First aid stations had been located 
in each building of the home office 
group and doctors and nurses hastened 
to them as the signal struck. Special 
inter-communicating phones and eleva- 
tors were provided for them, to be used 
in the event of emergency. The other 








S.C. Mr. Brinkley is a native of North 
Carolina, graduate of Atlantic Christian 
College, 1929, and for a short time was 
associated with a tobacco company, then 
joined Metropolitan in 1930 as agent in 
Washington, N. C. In 1934 he was pro- 
moted to assistant manager. 

Harold E. Towson, formerly manager 
at Pottstown, Pa., has been placed in 
charge at Lancaster, Pa. He succeeds 
Donald C. White, who is being replaced 
because of illness. Mr. Towson gained 
his first experience with Metropolitan 
as clerk at Reading, Pa. He served for 
a year in the group division in the home 
office, after which he attended and was 


elevators reported to the first floors, 
thereafter being at the disposal of pa- 
trol crews, who spent the entire period 
of the drill inspecting evacuated floors 
to report any damage or mishap. 
Building employes had been assigned 


to certain A. R. P. stations ready for 
the duties of fire-fighting, rescue or 
decontamination work, and they has- 


tened to these points. They signed a log 
book at each station, then made an in- 
spection of fire-fighting equipment and 
repair tools. ; 

The central control was the heart of 
the precaution operation. One man was 
in complete charge of all building pro- 
tection activities, he in turn being assist- 
ed by key men in the building depart- 
ments, Inter-communicating telephones 
had been installed to care for incoming 
calls and others over which outgoing 
instructions could be transmitted to any 
of the A. R. P. stations. A crew ot 
reserve workers was held in readiness 
here, prepared to rush to any point. 

Other observers were located on the 
tops of all buildings, and were in direct 
communication with the central control 
room. 

At each building entrance were mem- 
bers of the Prudential police force to 
assist civilian authorities or members of 
the O. C. D., if called unon. | 
The “all clear” signal was given at 
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Insurance Men as Arbitrators 

NEW YORK—Three insurance men, 
C. C. Sampson of Stuart F. Smith Asso- 
ciates, Harrisburg, Pa.; Roy Conway, 
Conway-Dooley agency, Mission, Tex., 


and Isadore Samuels, general agent New 
England Mutual, Denver, have been ap- 
pointed to the National Panel of Arbi- 
trators of the American Arbitration As- 
He then served as assistant manager at sociation. All three are members of the 
Norristown, Pa., and has been manager National Association of Life Underwrit- 
at Lebanon, Sunbury and Pottstown. ers. 


graduated from Franklin & Marshall 
College. Resuming his rig position 
at Reading district in 192 he was made 
superintendent there in an same year. 








Skilled 
Manpower 


kkk 


The need of a nation, orig- 
inates in a_ self-developed 
interest in the creation of 
material advantages for the 
enjoyment of a people 
from the resources of that 
people; an appreciation of 
the dignity of Labor, 


whether manual or mental. 


GIRARD LIFE 


INSURANCE COMPANY OF PHILADELPHIA 


Opposite 


Independence 


Hall 
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Salient Point of New 
Annual Statements Shown 


(CONTINUED FROM PAGE 3) 
Total income was $39,447,640, increase 
$4,295,025. Payments to policyholders 
and beneficiaries amounted to $15,455,- 
330. The death claim payments were 
$4,583,628 and the rate of mortality con- 
tinues to be favorable. Assets amount 
to $205,003,438, which is an increase of 
$14,935,085. The gross rate of interest 
earned was 4.51 percent. Contingency 
reserve amounts to $3,500,000 and net 
surplus to $6,101,202. 


CONFEDERATION LIFE 


Deaths due to war accounted for only 
5 percent of 1941 life insurance claims, 


V. R. Smith , general manager, stated at 
the annual meeting of Confederation 
Life. Since war broke out in 1939, war 


claims had been only 3 percent of the 
total, much less than anticipated. 

At the meeting were H. W. Merrick, 
manager at Hongkong, and R. N. Bray, 
manager at Singapore, who were in 
Canada on furlough when Japan at- 
tacked. Mr. Smith said he had reason 
to believe that P. R. M. Wallis, man- 
ager at Shanghai, also was alive. All 
assets against liabilities in China were 
in the company’s Toronto vaults, he re- 
vealed. 

New business in 1941 totaled $58,142,- 
580, the greatest since 1930. 

3usiness in force reached an all time 
high of $463,289,489. This gain of more 
than $18,000,000 was the best in 10 
vears. Other features were favorable 
rate of mortality, though higher than 
last year, an earned interest rate of 4.46 
percent, the same as last year, and an 


expense rate, on the usual “ten to one’ 
basis and excluding taxes, of less than 
last vear. Taxes were $330,000 more 
than in 1940. 


NORTH AMERICAN LIFE 
North American Life assets gained 
$577,000 in 1941 compared with $233,000 


in 1940, bringing the total to $13,940,000. 
New business was $11,264,000, up $821,000 


3usiness in 


and the best year in 10. 
force increased $3,349,000, compared 
with an increase of $2,256,000, and now 


totals $72,830,000. 

Mortality was 41 percent of expected, 
compared with 51 percent. Policy loans 
decreased for the ninth consecutive year. 
Directors declared a dividend of 5 per- 
cent on capital stock. Total payment 
to policyholders since organization is 


$26,360,036. 


ROCKFORD LIFE 


Life, in its new annual 
statement, is able to cite some signifi- 
cant gains. Assets stand at $3,749,893, 


which is an increase of nearly $300,000. 


Rockford 


Capital is $200,000 and net surplus 
$248,723, which is nearly $100,000 
greater. New business paid for was 


$4,416,429 and that was better by about 
$800,000 than during 1940. Insurance in 
force stands at $17,868,249, an increase 
of $1,549,216. There was paid to policy- 
holders and beneficiaries $194,543. Total 
income was $707,373 and total disburse- 
ments $451,515. 


NATIONAL GUARDIAN LIFE 


National Guardian Life of Madison, 
Wis., in its new annual statement re- 
ports assets of $13,856,725, and surplus 
to policyholders of $576,491, which in- 
cludes dividends apportioned payable in 
1942 of $174,000 and contingency reserve 
of $402,491. New paid for insurance 
amounted to $4,932,612 which was an 
increase of $443,044 as compared with 
the record in 1940. It is interesting that 
despite this increase in new insurance, 
the new premiums were $61,257 less 
than in 1940. This is attributable to the 
sale of a greater amount of low cost 
protection policies rather than invest- 
ment contracts. There was a decrease 
in the sale of annuities and single prem- 
ium business. 

Total income amounted to $2,301,834. 
There was paid to policyholders and 
beneficiaries $799,431. Total disburse- 
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Senst Drowry and His No. l Basen 








A. ROBERT GROENKE 


James S. Drewry, Cincinnati general 


agent of Mutual Benefit Life, and A. 
Robert Groenke, Cincinnati, the com- 
pany’s leading agent in 1941, were hon- 


ored at a dinner giv en by the company 


in their home city. President Je as. 
Hardin of Mutual Benefit, Vi ice- presi- 
dent Oliver Thurman, H. G. Kenagy, 


Dr. W. R. Reiter, 
M. W. Wilder, vice- 
president-treasurer, and G. F. Ream of 
the agency department attended from 
the home office. Several Mutual Bene- 
fit general agents from other cities, 
professional and business men _ were 
present. 

Mr. Hardin presented to Mr. Drewry 
a certificate marking his 40th year with 
the company in Cincinnati and 28th year 
as general agent there. The Cincinnati 
agency in 1941 secured over $7,500,000 
> than 


agency executive; 
medical director; 


of new business, or more 5.3 per- 
cent of the company total, Mr. Kenagy 


reported. It distinguished itself for the 








ments were $1,504,934. Insurance in 
force stands at $55,159,049, an increase 
of $2,451,549 whereas the gain in 1940 
was $1,419,118. In other words the gain 
in insurance in force during 1941 was 
about a million dollars greater than in 
1940 although there was an increase in 
new paid business of only about half a 
million dollars. National Guardian 
points out that in the past 20 years its 
insurance has increased about three 
times, its income nearly four times and 
its assets about nine times. 


KANSAS CITY LIFE 

In 1941 Kansas City Life increased 
its assets by over $13,000,000, giving it 
a total of $130,837,229.17. Net surplus 
increased to $6,488,179. 

New business for the year was $54,- 
049,264, and the increase of insurance 
in force $47,431,534, bringing the total 
to $502,590,672. 

There was paid to policyholders and 
beneficiaries $8,052,208. The total paid 
since it began business in 1895 is now 
over $137,500,000. 


< 


Benner Stresses 
Duty Today 


(CONTINUED FROM PAGE 1) 


savings deposits, the government will 
so control the capital markets that if 
the funds are saved, it will get them. 
A spontaneous increase in savings and 
a decrease in spending, he said, will 
provide the government with funds to 
prosecute the war, will make the gov- 
ernment’s tax problem less acute, will 
siphon off enough of the income from 


JAMES S. DREWRY 


quality of its personnel and also its cli- 
entele. 

Mr. Groenke has been a high ranking 
member of the agency since he joined it 
in 1925 and has led it in sales in several 
years. This year he won the No. 1 posi- 
tion nationally with more than $1,750,- 
000 of production in Mutual Benefit 
and a total of $2,500,000. He is a 
C.P.A. formerly associated with Ernst 
& Ernst and joined the agency in 1925. 

The agency presented Mr. Drewry a 
hunting outfit, and gifts to Mrs. 
Drewry and Mr. and Mrs. Groenke, the 
latter also receiving a portfolio of con- 
gratulatory letters from throughout the 
country. He will receive a gift from 
the company at the agents convention 
in April. 

It was announced three other mem- 
bers of the agency had qualified for the 
top production club, Preston Wright and 
Sidney Weil, Cincinnati, and W. 
King, Lima. 


civilian consumers so that it will make 
much simpler and more manageable the 
problem of price control and after the 
war is over it will provide the people 
a reserve of cash assets against the 
post war decline and depression. 

No business is in a better position to 
render the country distinct service in 
this connection at this time than is life 
insurance and no group of men will do 
more to aid the financing of the war 
efforts than insurance salesmen. 


For General Sales Tax 


Mr. Benner gave a valuable analysis 
of the present situation and he advo- 
cated very strongly the imposition of a 
general sales tax, exempting only staple 
articles of food and clothing. ‘This is 
necessary, he said, in order to reach the 
great rank and file of those who are 
obtaining increased incomes because of 
the war. It will be less of a burden for 
this large element of the population 
than would an inflationary price rise of 
40 or 50 percent. 

He predicted that a sy stem of priori- 
ties will not be sufficient to control 
prices and speedily direct production to 
war ends. Some sort of rationing, he 
predicted, will have to be put into effect. 
Instead of priorities someone will have 
to take over the responsibility for in- 
dustry-wide planning and rationing. An 
intelligent system of rationing, he said, 
would mean that the use of all available 
material, including labor, is scheduled 
according to a definite plan and will go 
where it is directed and little will be left 
to choice. Price ceilings, he contended, 
are impossible without rationing. He 
expressed the hope, however, that the 
country does not embark upon a pro- 
gram of price fixing light heartedly and 
on a wholesale scale without thinking 
through its ramifications. Free enter- 


prise and full erty in economic mat- 
ters must give way to the needs of the 
state under war conditions, he said, not 
because the citizen is not patriotic but 
because the individual consumer, work- 
man or employer is not in a position to 
see the nation’s war economy in its 
whole. In a full war economy there 
must be a national program for busi- 
ness, labor and wages as well as for 
taxes. 


Mid-Year Meeting 


Program Announced 


KANSAS CITY —The program for 
the mid-year meeting of the National 
Association of Accident & Health Un- 
derwriters here next week lays empha- 
sis on sales for the sessions of both Jan. 
26 and Jan. 28 is given over com- 
pletely to individual company - sales 
meetings. 

The convention will get under way in 
the Hotel Muehlebach Monday morning. 
Most of that day will be given over to 
association business meetings. In the 
afternoon, John M. Powell, Loyal Pro- 
tective Life, president Health & Acci- 
dent Underwriters Conference, and W. 
F. White, Globe Indemnity, chairman 
of the Bureau of Personal Accident & 
Health Underwriters, will illustrate the 
role of disability insurance in today’s 
wartime picture. 

Leading features that day will be the 
setting up of the Leading Producers 
Round Table led by George L. Dyer, 
Jr., Columbian National Life, St. Louis, 
first national vice-president, and a dis- 
cussion of local association problems led 


by F. Glenn Packwood, Massachusetts 
Bonding, Kansas City. 

The “Pattern for Production” sales 
congress will occupy the entire day 
Tuesday. Mr. Dyer will preside in the 
morning and the program includes: 


“Courage in Spite of Fear,’’ Roe Bartle, 
director of Boy Scouts, Kansas City; 
“The Value of an Accident and Health 
Account to an Agent,” C. F. Lundquist, 
Fred S. James & Co., president Chi- 





cago association; es- 
terday, Today, Tomorrow,” W.. T. 
Grant, president Business Men’s As- 
surance; “Prospecting and Time Con- 
trol,’ W. B. Cornett, Loyal Protective 
Life, Columbus, O.: “Presenting the 
Sale,” Charles H. Davis, Pacific Mu- 


tual Life, Chicago. 

The afternoon session, with Mr. Dal- 
rymple presiding, will open with a 
panel discussion, “Meeting Objections,’ 
led by R. J. Costigan, Business Men’s 
Assurance. 

Addresses at that session will 
“Closing the Sale,’ George W. 
per, Fireman’s Fund Indemnity, San 
Francisco; “Conserving Second and 
Third Year Renewals,’ E. H. O’Connor, 
Provident Life & Accident, go 
nooga, and “Motivation,” C. C. Day, Pa- 
cific Mutual Life, Oklahoma City. 


be: 
Kem- 





May Stop Gap in U. S. 
Relief Act 





(CONTINUED FROM PAGE 1) 


qualify for relief must have been in 
force on a premium paying basis at 
time of application for benefits there- 
under, for at least one year prior to the 
date the insured entered active service 
or one year or more prior to the date 
of enactment of the article, as amended, 
whichever is the later date, and must 
have a cash surrender value at expira- 
tion of one year from the due date of 
the first annual premium guaranteed 
under the provisions of the act, equal 
to or greather than one annual pre- 
mium required for the policy. The re- 
lief will be applied to any life policies 
in a level premium life or endowment 
plan which do not provide the payment 
of any sum less than the face value, 
or for payment of an additional amount 
as premiums if the insured engages in 
military service of the United States, 
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or does not contain any limitation or 
restriction upon coverages relating to 
engagement in or pursuit of any kinds 
of activity which the person might be 
required to engage in by virtue of being 
in such military service. This, of 
course, relates to the war and aviation 
exclusion riders which now. are 
common. 


Rules Sims Need Not 
Go to Detroit 


for Arraignment 
CHARLESTON, W. VA—Ruling 


that any prosecution of Edgar B. Sims, 
state auditor and insurance commis- 
sioner, should be undertaken in West 
Virginia, Federal Judge Moore refused 
Saturday to order Mr. Sims’ removal to 
Michigan for trial on indictment charges 
of fraud and violation of the securities 
act in connection with the sale of annu- 
ity contracts by Fidelity Investment 
Association. 

John W. Babcock, chief assistant U. 
S. attorney for the eastern district of 
Michigan, who came here with a fugitive 
warrant for Mr. Sims, withheld com- 
ment on the next steps to be taken. 

Mr. Sims was indicted with 12 other 
persons, Fidelity Assurance Association 
(successor of Fidelity Investment), and 
four subsidiaries in federal court at De- 
troit. Mr. Sims refused to go to Detroit 
for arraignment on the indictment. 


Testifying in behalf of Mr. Sims in 
the two-day hearing were Governor 
Neely, former Governor Homer A. Holt 


(who as attorney general had approved 


Mr. Sims’ method of evaluating securi- 
ties), and former Governor H. Guy 
Kump. 


In his ruling, Judge Moore said: “The 
procedure followed by the vce 
in the prosecution of these cases in De- 
troit does not appeal to my sense of 
fairness.” 

He did not question the government’s 
right to institute criminal proceedings at 
Detroit, but said that in cases of this 
kind prosecution should be in the district 
of the accused person's principal place 
of business. 

Attorney General Meadows, who ap- 
peared for Mr. Sims, charged that the 
government had gone to Detroit “to 
smear him in his own bailiwick where 
the people have elected him three times 
as state auditor.” 





Move to Provide U. S. Cover 
for Civilian Defense Worker 


WASHINGTON — A _ number of 
government life measures are under 
consideration in Congress to include the 
extension of insurance protection to the 
several million persons who will be en- 
gaged in civilian defense activities. Not 
all of these persons will have to be cov- 
ered, but there will be hundreds of thou- 
sands engaged in hazardous activities, 
such as air raid and fire wardens, am- 
bulance drivers, auxiliary police and 
firemen, demolition squads and the like. 

Representative Costello of California 
has introduced a bill extending the na- 
tional service life insurance to civilians 
employed outside the continental United 
States in the maintenance or repair of 
military cr naval equipment, aircraft or 
munitions under contracts entered into 
by the war ur navy departments. 





E. B. Thurman on 


Chautauqua Circuit 

F. G. Bray, general agent New Eng- 
land Mutual Life at Houston, will have 
his annual agency meeting next Mon- 
day previous to the tri-city life insurance 
sales congress which Bg start in his 
city the next day. Thurman, Chi- 
cago general agent Pada will speak at 
the congress in Houston, San Antonio 
and Dallas, will address Mr. Bray’s 
people. Mr. Bray is president of the 
Texas State Life Underwriters Associa- 
tion. It is appropriate that Mr. Thur- 


Cobb to Conn. 
Mutual Boston Post 


BOSTON—Announcement was made 
at the dinner of the Boston Association 
of Life Underwriters of the appoint- 
ment of Winn S. Cobb, agent in the 
Albert Curtis agency of New England 





WINN S. COBB 


Mutual, and a vice-president of the Bos- 
ton association, as general agent of 
Connecticut Mutual to succeed Paul 
Sanborn, resigned. 

Mr. Cobb has been a personal pro- 
ducer with New England Mutual for the 
past 15 years and for a year prior to 
that he worked in the home office of 
that company. He started selling at the 
age of 18 and four years later, in 1931, 
he became a charter member of the 
Leaders Association of New England 
Mutual and has been a member ever 
since. Qualifying for this club requires 
a production of $500,000. During the 
past year, Mr. Cobb produced approxi- 
mately $1,000,000 in business. 

Mr. Cobb will occupy the same suite 
of offices as the Sanborn agency, at 49 
Federal street. 


man deat appear at Mr. Bray’s wii 
ering as the former initiated Mr. Bray 
into the life insurance business when he 
was manager of the Missouri ‘State Life 
in Chicago. He then followed Mr. 
Thurman to the New England Mutual 
and was promoted to the Houston gen- 
eral agency from the Thurman ranks. 
On his return Mr. Thurman will ad- 
dress the Oklahoma State Life Insur- 
ance Congress at Oklahoma City. 





Fischer Ouster Hearing Jan. 29 


DES MOINES —Arguments in the 
ouster proceedings against Commissioner 
Fischer will be held Jan. 29, following 
agreement on the date by attorneys. The 
hearing has been postponed several 
times. The question to be determined 
is whether the removal power rests with 
the state executive council or with the 
governor subject to the executive coun- 
cil’s approval. 

The action arose over charges filed 
with the council by Benjamin Wolf of 
St. Louis, a policyholder of the Ameri- 
can Mutual Life, Des Moines. 





Argue Aviation Exclusion Jan. 29 


ST. PAUL—Arguments will be heard 
by the Minnesota supreme court Jan. 29 


in the case of Minnesota Mutual Life 
vs. Commissioner Johnson,  involv- 
ing the legality of aviation exclusion 


legislation. It is not expected a decision 
will be handed down before spring. In 
the meantime the commissioner is ap- 
proving aviation exclusion riders for the 
contestable period of the policy. 

Five copies of “Problems of the Smaller 
Estate” by Attorney G. B. Rogers cost $1. 
Order from National Underwriter. 





Illinois Companies’ 


Group Cooperates 
in War Effort 


Current questions relating to the war 
and the part life insurance will be able 
to play in national defense were dis- 
cussed at a meeting of the Association 
of Illinois Life Insurance Companies, 
newly formed. Officials representing 
about 15 legal reserve life companies of 
Illinois attended. 

George R. Kendall, president Wash- 
ington National, is president and L. D. 
Cavanaugh, president Federal Life, is 
secretary of the association. 

The group was united in its desire to 
cooperate to the fullest extent with the 
government, not only in purchasing gov- 
ernment bonds but also encouraging 
home office employes to purchase de- 
fense savings bonds, 

Several companies have installed em- 
ployes’ payroll deduction plans for pur- 
chasing these bonds, it was announced, 
and officials of other companies indicated 
arrangements were under way to extend 
the payroll deduction plan to their em- 
ployes for this purpose. 

There was much discussion of war 
clauses. The company officials generally 


evidenced the desire to be as liberal as 
possible with those in any branch of 
service so far as limitation of coverage 
is concerned, having in mind the im- 
portance of ‘properly safeguarding and 
protecting the interests of all policy- 
holders. 

It was emphasized the institution of 
life insurance is an important fortress of 
the nation, particularly during the war. 
An attitude of complete cooperation in 
all government activities that have to 
do with defense and winning of the war 
was expressed. 

One of the subjects to be discussed 
at the next meeting March 10 will be 
civilian defense. 


Moore Wichita President 





The Wichita Managers & General 
Agents Association advanced W. E. 


Moore, Pacific Mutual, from secretary to 
president at the annual meeting. Paul 
Jernigan, Penn Mutual, was named vice- 
president and W. H. Brush, Fidelity Mu- 
tual, is secretary. New directors are 
Levi Rymph, Aetna, Morris McCready, 
Massachusetts Mutual, Clayton Mam- 
mell, Farmers & Bankers, and Gill Glo- 
ver, National Life & Accident. 





Get revised edition of “Life Insurance 
and Federal Tax Laws.” 50c. National 
Underwriter, 175 W. Jackson Blvd., Chi- 
cago. 
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OUR PRODUCTION IS “UP”, TOO 


Minnesota Mutual's paid production for 1941 to 
date is 1219%% compared with the average of the 
past five years. The outlook for ‘42 is still better. 
Fitting perfectly into this picture is the Minnesota 
Mutual Payroll-Deduction Plan, of mutual benefit to 
employer, employee and agent. 
one advantage; others enjoyed by our field force 


A liberal agency contract 

A plan for financing your agency 
Accounting methods to guide you 
Proven plans for finding—training agents 
A liberal financing plan for your agents 
A unique supervisory system 

Organized Selling Plan 

Unusually effective selling equipment 


Policies for every purpose: Regular — Family — 
Juvenile — Women — Group — Payroll — Sav- 
ings, Social Security, etc. 


Low monthly premiums 


A $250,000,000 Mutual Company, 61 years old, with an 
understanding, cooperative Home Office 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 


Yet this is only 
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Guaranty Fund in Action 


THE ARRANGEMENT under which the Life 
Insurance Guaranty Corporation of New 
York has made $1,500,000 available to 
carry Postal Life of New York through 
a bad real estate situation is an interest- 
ing and significant precedent. What it 
means is that the other companies domi- 
ciled in New York state are, with the 
New York department acting as inter- 
mediary, guaranteeing that every claim 
of a Postal Life policyholder or annuit- 
ant will be met according to contract. 
Because of the depressed real estate sit- 
uation and Postal’s large real estate 
holdings it otherwise would very likely 
have eventually become necessary for the 
New York department to take steps to 
liquidate the company. Liquidations are 
always expensive for the company in- 
volved and for its policyholders but the 
worst effect is what it does té the entire 
business of life insurance 

By chipping in to the extent of $1,500,- 
000 the New York companies are not 
merely saving the policyholders of one 
company from possible loss but are do- 
ing themselves and every life company 
in the United States a real service. While 


$1,500,000 is real money, even in these 
days when everyone is talking about bil- 
lions, the cost per policyholder among 
the contributing companies is trifling, 
even if there should be no salvage out of 
the $1,500,000. Actually a great deal of 
it may be salvaged. It is even conceiv- 
able that the war will boost real estate 
values to the point where salvage would 
be 100 percent. 

One development that has resulted 
from the existence of the Life Insurance 
Guaranty Fund should be sharply curbed 
however. This is the practice of certain 
agents in selling policyholders on the 
basis that the guaranty fund will protect 
them even though the company should 
fail. The agent who resorts to such tac- 
tics, instead of selling on the strength of 
his own company, is in effect telling his 
prospect that even if the company should 
fold up the other comanies in the state 
would pitch in and save it. This is not 
only ignominious in the extreme but is 
unfair to the other comanies who are 
members of the guaranty fund, for it 
that their cooperative spirit is 
being used competitively against them. 


means 


O'Mahoney and Henderson in a New Light 


REcENT developments in Washing- 
ton have brought about a curious change 
in the standing and public esteem of 
two of the most prominent figures in 
the TNEC investigation of life insur- 
ance, Senator O’Mahoney of Wyoming, 
TNEC chairman, and Leon Henderson, 
who was at first executive secretary of 
the TNEC and later as an SEC com- 
missioner had direct responsibility for 
the insurance study. To a degree the 
present situation illustrates the old say- 
ing that men have the defects of their 
virtues. And vice-versa. 

At the TNEC hearings the suave, 
smiling, amiable O’Mahoney displayed 
an attitude that seemed very friendly to 
the life insurance business. His interest, 
so it appeared, was solely in the broad 
economic questions involved. True, he 
occasionally came out with some utter- 
ances about the life insurance business 
that were not consistent with this 
friendly attitude but in general he man- 
aged to give the impression that he was 
protecting the business from those who 
were only too eager to rough it up to 
the best of their ability. Yet today as 
sponsor of the amendment bearing his 
name in the federal price control bill 
O’Mahoney stands accused of inviting 
the deadliest type of inflation by his 


efforts to give agriculture a 
specially favored position, so that prices 
of farm products could rise at least 20 
percent above the general price ceiling 
that would be set on all other goods. 
There is considerable doubt that any 
large share of the farmers themselves 
favor such a barefaced grab. 

Leon Henderson, on the other hand, 
frequently displayed a truculent attitude 
toward the life companies during the 
TNEC hearings, although he did con- 
cede that the record of financial stability 
through the depression was a remark- 
able one. MHenderson’s heavy-handed 
humor and his thin-skinned petulance 
when the laugh was on him did nothing 
to endear him to life insurance men. He 
acted as if he would have taken the 
greatest pleasure in finding something 
really wrong with the companies and 
he seemed annoyed that the investiga- 
tors could find so little of importance to 
complain about. 

Yet some of the very reasons why he 
was miscast as an impartial investigator 
conducting an objective study have 
brought him a great deal of respect 
from both industrialists and the admin- 
istration. As General Hugh S. Johnson 
put it, Henderson has been the only one 
in Washington who has had the initia- 


partisan 


tive to “grab the ball and run with it,” 
neglecting some of the finer points of 
procedure which held up more finicky 
individuals. The present emergency has 
put a premium on the ability to get 
things done. Henderson’s talent for 
plunging ahead to a predetermined ob- 
jective without too much regard for who 
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gets ween in the process made his 
conduct of the life insurance investiga- 
tion often unfair and exasperating but it 
appears to be exactly what is needed to 
cleave through the maze of complexity 
and overlapping authority that has 
slowed down the war effort to date. He 
has been tried by fire. 
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Eugene W. Egan, Northwestern Mu- 
tual special agent has been elected presi- 
dent of the Junior Chamber of Com- 
merce of Sioux City, Ia. He has also 
been presented with the Distinguished 
Service Medal, as having given the most 
outstanding community service during 
the year. 

Martha Lorraine Winterble, daughter 
of W. F. Winterble, director of agen- 
cies of Bankers Life of Des Moines, was 
married in Evanston, Ill, to John P. 
Roberts of Rapid City, S. D. Both Mr. 
and Mrs. Roberts are graduates of Carle- 
ton College. Mr. Roberts is now in his 
last year in the Harvard school of busi- 
ness administration. 

R. T. Riley, founder and president of 
the Canadian Fire group, recently cele- 
brated his 50th year as a director of 
Great-West Life. That company is this 
year celebrating its 50th anniversary 
and Mr. Riley is its oldest director, hav- 
ing served almost from inception. 

Texas has produced many outstand- 
ing and colorful salesmen for Travelers. 
Two who have won recognition lately 
are Paris A. Smith, who has written 
at least one new life or accident policy 
every week for the past nine years, and 
Joe E. Snodgrass, who has done the 
same thing for more than five years in 
a row. Both are located in towns with 
populations of only slightly more than 
6,000 people. 

Mr. Smith was born in the signifi- 
cantly named town of Rising Star and 
when he was a voungster he used to 
earn part of his pocket money as a 
contractor—contracting each year with 
his fellow townsmen to restore their out- 
houses to vertical positions the morning 
after each hallowe’en. He worked his 
way through the University of Texas 
clerking in a men’s clothing store in 
Austin. Only two other salesmen ever 
beat his sales record as a student repre- 
sentative of the store. 

That name, Paris, has been handed 
down in the family for generations, ever 
since, its present owner believes, an early 
Smith first read the story of Helen of 
Troy. Appropriately, Paris A. Smith’s 
wife is named Helen. 

Joe Snodgrass, who paid for his educa- 
tion at Baylor University by washing 
dishes and waiting on table, was born in 
a log cabin. 

When Charles H. Wait. now assist- 
ant cashier, was first employed by 
Travelers in Boston, he became the 
sixth member of its office force there, 
occupying quarters in a basement at the 


corner of State and Kilby streets. On 
Jan. 20 of this year, when Mr. Wait 
celebrated his 50th anniversary with 
Travelers, the Boston branch office 
comprised 275 persons and _ occupied 
nine floors at 147 Milk street. Mr. Wait 


was hired to do policy writing in long- 


hand. That was a red letter day both 
for him and for the Travelers office, 
which was installing its first telephone. 

In the 50 years the Boston office of 
Travelers has moved three times. Mr. 
Wait remained a bachelor. Last year 
he bought his first automobile. 

W. T. Grant, president of Business 
Men’s Assurance, is in Washington this 
week in his capacity as president of the 
Kansas City Chamber of Commerce. He 
is seeking to induce the federal authori- 
ties, in connection with their decentral- 
ization plan, to cause some of the bu- 
reaus that are to be moved away from 
Washington, to be located in Kansas 
City. 

G. A. Davenport, general agent of the 
John Hancock Mutual Life in San An- 
tonio, who suffered a heart attack some 
weeks ago, is still unable to attend to 
business. Starkey Duncan, agency su- 
pervisor, is in immediate charge of the 
office. 

Roy C. Conover, district manager for 
Mutual Life of New York at Spring- 
field, O., recently purchased his own 
office building there. Mr. Conover is 
one of the Mutual Life’s most consistent 
producers, and has led the Columbus 
agency for three years in paid business. 

Nat H. Rambo, Tampa, Fla., district 
manager Reliance Life, has been named 
“Tampa's Outstanding Young Man for 
1941” by the United States Junior Cham- 
ber of Commerce. He is president of 
the local junior chamber. He was se- 
lected for the honor mainly because of 
diligent work in the registration for 
civilian defense. 

F. W. McAllister, having retired as 
general counsel of Kansas City Life, 
will continue the general practice of 
law as a member of the legal firm of 
McAllister, Humphrey & Broaddus in 
the Rialto building, Kansas City. 

E. C. Wightman, research assistant to 
President L. W. Douglas of Mutual Life, 
has been elected a director of Paramount 
Fire of New York. 

Lee J. Dougherty of Davenport, Ia., 
vice-president Occidental Life of Los 
Angeles, is the new president of the 
Davenport chamber of commerce this 
In this position he will be busy 


year. 
with civilian war activities in his dis- 
trict, He was president of the organiza- 


tion some years ago. Another life com- 
pany executive in the west who is doing 
yeoman service as president of the Kan- 
sis City, Mo., chamber is President W. 
T. Grant of Business Men’s Assurance. 

William H. Meub, Indianapolis gen- 
eral agent New England Mutual Life, 
has been named president of the In- 
dianapolis Sales Executives Club. 

The engagement of Miss Helen B. 
McCartney, daughter of Mr. and Mrs. 
R. M. McCartney of McDonald, Pa., to 
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“Do you prospects mind my filling your foursome?” 


Vice-president J. N. Jamison of the Re- 
liance Life, has been announced. The 
son is a senior at Franklin & Marshall 
College. 

Cal Grier, Middletown, O., district 
agent of Connecticut Mutual Life, has 
been elected chairman of the civil serv- 
ice commission in his home city. 

Dallas R. Alderman, vice-president 
Kansas City Life, was recently elected 
president of the Broadway Association 
of Kansas City, an improvement and 
promotion association in the section 
where the home office is located. 


Della L. Scholey, Henry S. Stout 
agency John Hancock Mutual Life, Day- 
ton, O., is on the air during January on 
a regular Saturday morning program, 
sponsored by the Federation of Women’s 
Clubs of Dayton. Miss Scholey is chair- 
man of the federation’s division of 
family security and is broadcasting in- 
formation on the value of life insurance. 

Mrs. Lillian L. Joseph of the A. G. 
Joseph agency of the Home Life of New 
York City, has again qualified for mem- 
bership in the company’s President’s 
Club. She has been connected with the 
Home Life for the last ten years and has 
always qualified for the club’s conven- 
tions, 

Captain Henry H. Phelan, who repre- 
sents Equitable Life of Iowa in Sacra- 
mento, was elected and installed as sec- 
retary-treasurer of the Naval Reserve 
Officers Association. He is ‘attached to 
the infantry reserve of the army and 
has been active in directing C. C. C. 
camps for several years. 


DEATHS 


Clement F. Coogan, director of Berk- 
shire Life, died at Pittsfield, Mass. 

James T. Fenton, of Jacksonville, Fla., 
51, associate general agent in north Flor- 
ida of Franklin Life, died after a brief 
illness. He was state agent of Ohio 
National from 1932 to 1938, when the 
company withdrew from Florida. 

Col. Frank L. Travis, 70, Kansas com- 
missioner from 1919 to 1921, died. He 
was vice-president of Federal Reserve 
Life, Kansas City. Kan., and later vice- 
president of Occidental Life, which rein- 
sured it, till his retirement in 1937. In 
1923 he organized Commonwealth Fire 








& Marine, which he operated until 1929, 
when he joined Federal Reserve Life, 
managing its investment department. 
G. Gray Harris, 62, manager Union 
Central Life at Worcester, Mass., died 
after a prolonged illness. He joined 
Union Central in 1923 at Worcester, a 
veteran of 20 years experience in the 
life insurance business at that time. Dur- 
ing his first year with Union Central, 
he paid for $629,000 and in 1927 was 
appointed general agent. Seven times 
during his 18 years with Union Central 
his yearly production topped $250,000, 


and he exceeded $500,000 twice. He 
totalled 1,347 cases for $4,715,157. 
During the past year, Mr. Harris’ 


agency showed a gain of 15 percent in 
paid life insurance as well as a gain of 
20 percent in total paid-for business. 
Harry J. Shaffer, assistant superintend- 
ent of agencies, and a number of New 
England agents attended the funeral in 
Worcester. 

Willis Dobbs, 68, for 46 years chief 
accountant of Industrial Life & Health 
at the home*office in Atlanta, died there. 





IN U. S. WAR SERVICE 


Pat Haynes of the West Virginia 
agency of Bankers Life of Des Moines, 
son of Manager Pryce Haynes, has en- 
listed in the air service. Paul McCray 
of the Decatur agency has enlisted in 
the navy. 

Roger B. Lancaster, agency auditor 
of Life of Virginia, has enlisted in the 
finance division of the army and is in 
training at Camp Harrison near Indian- 
apolis, 

Sam C. Pearson, Jr., who has been 
associated with his father, general agent 
of Northwestern Mutual Life in Kansas 
City, for several years, has been ordered 
to report to Camp Roberts, Cal., for ac- 
tive duty. Sam, Jr., is a 2nd lieutenant 
in the field artillery. He has been an 
outstanding producer in the agency, and 
stood third in production in December. 

W. C. Grimes, claims department 
Equitable Society in Los Angeles, has 
been called to duty with the army. He 
is a lieutenant in the reserves. 

Mayor Roy LeCraw of Atlanta, Ga., 
who also is general agent of State Life 
of Indiana, expects to be serving in the 





U. S. army soon. When he was elected 
mayor he resigned his commission in the 
national guard, which went into active 
service at about the same time. He 
said that when the call comes he will 
resign as the city’s chief executive. 

H. V. Montgomery, associate general 
agent of State Mutual Life in San Fran- 
cisco, who served in the world war as 
a captain of infantry and who has been 
an officer in the army reserve, is again 
in service—this time as a member of the 
California state guard. While Mr. Mont- 
gomery is away on this service the office 
is being managed by his associate, A. K. 
Deutsch. 

Hobart Lucas, Penn Mutual, Kansas 
City, has joined the coast guard. 

Capt. William Smith of the aviation 
corps, formerly a Kansas City agent of 
Penn Mutual, bailed out recently, and 
suffered an accident. He was not criti- 
cally hurt. 

Holman Grigsby, 


formerly of the 


W. M. Hammond general agency of 
Aetna Life in Los Angeles, who re- 
cently was transferred to the home 


office, has been called into service and 
now is stationed at Ft. Benning, Ga. 
R. N. Lennen of the same agency also 
has been called into service and now is 
at Camp Roberts. 


Ohio Opinion on Reserves 
COLUMBUS, O.—The Ohio depart- 
ment recently asked the attorney-gen- 
eral for an opinion on the request of a 
domestic life company which is pro- 
posing to make certain changes in the 
method of calculating its reserves. It 
was stated that the proposed changes 


would affect certain of the ordinary pol- 
icies and also certain of its weekly pre- 
mium policies. The proposed reserve 
bases were not the same in respect to all 
the ordinary policies nor were the 
changes in the interest rates. The at- 
torney-general holds that the company 
can effect the changes it proposes and 
that the company can distribute por- 
tions of its surplus for the purpose of 
increasing the reserves without distrib- 
uting such funds proportionately in like 
amounts as increased reserves for all 
policyholders. The annroval of the su- 
perintendent of insurance is not required, 
in order legally to effect changes in the 
method of calculation of its reserves 
but once a standard is adopted by a 
company it may not change to a lower 
standard with respect to the particular 
policies for which the standard has been 
adopted and if it did so, the superin- 
tendent could take appropriate action. 
The attorney-general says that the 
superintendent should use the standard 
adopted by the company and should con- 
sider the amounts proposed to be trans- 
ferred from surplus to reserve as re- 
serve for the purpose of determining 
the franchise tax of the company. 


Millett to Speak in Iowa 


The Iowa Quarter Million Club starts 
its third year with 29 qualified mem- 
bers. The total business paid for by 
members in 1941 was in excess of $9,- 
000,000. The first meeting in 1942 will 
be held Feb. 9 in Des Moines. Paul F. 
Millett, of Spindell-Millett, Chicago, tax 
consultants, will be the outside speaker. 
His topic will be “Streamlined Selling 
Ideas for 1942.” 
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NEWS OF THE COMPANIES 





Korrady Resigns 
Springfield Post 


Karl B. Korrady announces his res- 
ignation as vice-president in charge of 
production of Franklin Life. Mr. Kor- 
rady is one of the best known agency 

















KARL B. KORRADY 


men in the country. He has friendships 
from coast to coast and he has had un- 
usually extensive experience in the 
agency field. He will undoubtedly con- 
tinue in the business in some capacity. 
Mr. Korrady started in the life insur- 
ance business at the head office of Illinois 
Life. He gained a well rounded experi- 
ence and served in all departments and 
eventually became the agency manager, 
being a right hand man of R. W. Stev- 
ens. For the last 15 years that he was 
connected with Illinois Life he was the 
active head of the agency department. 
Mr. Korrady resigned in 1920 to open 
the first branch office for Missouri State 





Is Acting Head of 
Agency Department 








G. A. L°ESTRANGE 


G. A. L’Estrange, manager of the ac- 
cident and health department of Wis- 
consin National Life, was appointed by 
the board as acting officer and agency 
director in both the life and accident 
and health departments. He continues 
to head the accident and health depart- 
ment. The appointment was made nec- 
essary by the illness of Arthur James, 
vice-president. 


Life in Chicago. In 1926 that agency 
produced more than $8,000,000. In 1927 
he went with Connecticut General to be- 
come Chicago manager, serving in that 
capacity for four years. Then for some 
time he engaged in the business on his 
own account and demonstrated his own 
ability to get it as well as being able 
to direct the efforts of other producers. 
In 1932 he served as the insurance ex- 
pert, aiding Abel Davis, as receiver of 
Illinois Life. He acted in a similar 
capacity subsequently to the receiver of 
Peoria Life. Then in March of 1935, 
Mr. Korrady joined Illinois Bankers of 
Monmouth as agency vice-president. 
Shortly after Charles E. Becker acquired 
control of Franklin Life, Mr. Korrady 
went with that company as agency vice- 
president. 


Illness Forces 
C. E. Reid to Retire 


C. E. Reid, superintendent of agen- 
cies of Sun Life of Canada, whose health 
has been impaired for the past several 
months and whose condition rather re- 
cently took a turn for the worse, has 





Cc. E. REID 


resigned. Mr. Reid went with Sun Life 
in 1920, after having had earlier ex- 
perience with a merchandising firm. He 
proved his ability as a salesman and 


went on to serve as instructor of 
agents, and inspector of the group de- 
partment in western Ontario. In 1924 
he was transferred to the head office 
as inspector of agencies in general 
charge of group insurance. 

For the next 12 years he directed 
agency operations in that field. He held 
the title of supervisor and later super- 
intendent of the group deartment. He 
is credited with having organized the 
great expansion of the group sales of 
Sun Life throughtout the world. In 
1936 he was placed in charge’ of the 
newly created sales promotion division, 
as superintendent of agencies. Under 


his direction all forms of agency depart- 
ment assistance to agents were expanded 
and many training and educational steps 
were taken. In 1938 he was appointed 
superintendent of agencies in charge of 
the eastern U. S. division and in 1939 
was named general assistant to the di- 
rector of agencies. 


Report on Examination of 
Union Life of Chicago 


A report on Union Life of Chicago 
covering the period from Aug. 1, 1939, 
to Sept. 30, 1941, has just been re- 
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leased by the Illinois department. In 
its summary of the Union Life’s opera- 
tions, the department report says in 
part: 

“The statement of assets and _ liabili- 
ties as of Sept. 30, 1941, reflects a solv- 
ent financial condition with admitted 
assets of $7,057 in excess of policy re- 
serves and liabilities. Total admitted 
assets are $42,151. 

“The present cash position is deemed 
adequate for current operating demands. 
All securities owned were on deposit 
with the Illinois insurance department 
as of Sept. 30, 1941. 

“During the period under examination 
insurance in force has increased from 
$4,074,579 to $22,928,608. This has re- 
sulted from the issuance of policies sold 
through the medium of newspaper and 
radio advertising.” 

Joseph J. Miller, president and treas- 
urer, is the active insurance officer of 
the company and in general charge of its 
operations. Union Life operates only 
in Illinois. 

The Union Life closed 1941 with $29,- 
110,000 life insurance in force, having 
had the biggest year in its history, both 
from the standpoint of new business and 
increase in insurance in force. 





Occidental Group Man 
Is Former Football Star 


J. T. DuMoe, the new regional group 


supervisor of Occidental Life of Cali- 
fornia, will have 
charge of Minne- 
sota, Iowa, Mis- 
souri, Indiana, 
Ohio, Pennsylvania 


and Michigan. He 
will have his head- 
quarters in  Chi- 
cago. He was for- 
merly midwestern 
division manager. 
Mr. DuMoe has 
spent more than 
half of his 20 years 
of life insurance in 
group work as so- 
licitor, supervisor 
and department manager. He attended 
Syracuse University, where he was an 
All-American end. He was head coach 
at Fordham University for two years 
and entered life insurance with the old 
Missouri State Life in 1924. He has 
been with Occidental since 1937 





J. T. 


DuMoe 





Educators Mutual Life Is 
Being Organized at Fargo 


Educators Mutual Life of Fargo, 
N. D., is in process of organization. It 
is not authorized for the transaction of 
business in the state as vet. If a cer- 
tificate of authority is issued to that 
company, it will contain authorization 
for life insurance business. 

The following incorporators, accord- 
ing to the proposed articles of incorpora- 
tion, are to act as a provisional board 
until their successors are elected and 
qualified: Bert E. Johnson, Harry M. 
Griffith, R. C. Pierce, M. Lucile Grif- 
fith, all of Fargo; John H. Griffith and 
Vivian E. Johnson, Minneapolis, and 
Minnie Haug, Buxton, N. D. 





Shifts Are Made at Home 
Office of U. S. Life 


United States Life has advanced Roy 
A. Foan from the underwriting to the 
agency department as assistant to 
Richard Rhodebeck, superintendent of 
agencies. The company has_ added 
Charles E. Howell to the legal depart- 
ment, Willard O’Connor to the under- 
writing department and David T. Ken- 
neth to the real estate department. 

Mr. Howell will serve on the legal 
staff under John M. Gerdes, vice-presi- 
dent and general counsel. He was for- 
merly with the Burns Bros. Coal Co. 
and Hardware Mutual Casualty as at- 
torney. 

Mr. O’Connor formerly was in the 
agency-cashier department of Equitable 


Society and in the underwriting depart- 
ments of Postal National and Manhat- 
tan Life. 

Mr. Kenneth will be assistant to Will- 
iam C. Batchelder, head of the real es- 
tate and mortgage department. He was 
formerly real estate supervisor and ap- 
praiser for American of Newark. 





Massachuetts Mutual Names 
Perry Agency Assistant 


Massachusetts Mutual Life has ap- 
pointed Kenneth W. Perry agency as- 
sistant at the home office. Working di- 
rectly with L. M. Huppeler, manager of 
the pension trust and personal security 
division, he will divide his time between 
home office and field activities. 

Mr. Perry entered life insurance in 
1931 as an agent with Litchard & Cook, 
Springfield, Mass., general agents. He 
has been a consistent producer and 
among the 100 leaders the past three 


years. For four years he has served as 
insurance adviser to the home office 
staff. Two years ago he assisted in 


introducing the company’s sales plan, 

“Your Family, Inc.” to agencies. 

Mr. Perry has been a vice-president 
of the Springfield Association of Life 
Underwriters, resigning on acceptance 
of his new position. 





Withdraws from Oklahoma 


National Reserve Life of Topeka, is 
withdrawing from Oklahoma, effective 
Feb. 28, when its license expires. It 
has $741,352 insurance in force in Okla- 
homa. Troy C. Markle, Enid, is general 
agent. 





Conn. General War Bond Agent 


Connecticut General Life has been 
authorized by the secretary of the 
treasury to act as issuing agents for the 
sale of defense savings bonds, series E, 
to their employes. The company has 
had a plan for purchasing bonds through 
payroll deductions since June, 1941, and 


the staff has bought outright and 
through the deduction plan $25,000 
worth. 





Home Security Increases Capital 

Home Security Life of Durham, N. C. 
has increased its authorized capital 
stock from $200,000 to $500,000 by issu- 
ing 3,000 additional shares of stock 
valued at $100 each. 





Stetson Co. Head Now Director 


George L. Russell, Jr., president John 
B. Stetson Company, hat manufactur- 
ers, was elected a director of Fidelity 
Mutual Life. He also is president of 
Stetson Hats, Inc., New York, and 
John B. Stetson Company, Ltd., Canada. 


Postal Life & Casualty of Kansas City 
has been licensed in Iowa. 











iene Are Big Buyers 
in Last Quarter of 1941 


Managers and executives ranked far 
ahead of other occupational groups dur- 
ing the last quarter of 1941 in number 
of large life policies bought, according 
to Lincoln National Life’s quarterly 
survey. They were first also in amount 
of insurance bought. The survey, which 
deals only with cases for $10,000 or 
more, showed individual proprietors in 
second place and professional men in 
third in both number of policies and 
total amount. 

Listed according to number of large 
policies bought, the classifications were: 
Managers and executives, individual pro- 
prietors, professional men, clerks, sales- 
men, skilled workers, students, farmers, 
and housewives. 

Ranked according to amount bought, 
they were: Managers and executives, in- 
dividual proprietors, professional men, 
salesmen, clerks, students, skilled work- 
ers, farmers, housewives, and unskilled 
workers. 





the Western Life. 


earnings are almost double. 


our financial statement. 
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Working General Agents 


During the 10 months of last year he 
was under contract, a new general agent in a town under 
6,000 population earned $2242, an average of $224 a 
month. Commissions and bonuses on his personal business 
earned him $1578.19 to which were added agency com- 
missions and bonuses of $604.90. His current monthly 


General agency openings in California, Oregon, Wash- 
ington, Idaho, Montana, Utah and Wyoming. Look up 


WESTERN LIFE 


INSURANCE COMPANY 


Since 1910 


Assets $15,516,096 
Surplus $2,400,000 


make money with 


MONTANA 


LEE CANNON 
Agency Vice President 











Spinning Wheel 
Protection ‘on the Alert'’ 


Here is a good thing for un- 
derwriters to remember these days 
one of the unmatched ad- 
vantages of broad and flexible life 
insurance coverage is the protec- 
tion it provides on unexpected 
“fronts.” 


The New England Mutual pol- 
icyholder, for instance, may avail 
himself of his contract’s liberality 
to guard not alone against the 
sudden assault of death. The guar- 
antees of all policy forms, except 
single premium, give him these 
other measures of preparedness 
against unforeseen changes in his 
needs: 


Loan value beginning in second 
year. 


Cash value equal to full legal 
reserve at the end of third year. 


Conversion by difference in re- 
serves—no extra charges. 


Cash value ($1000 minimum), 
plus dividend accumulations, 
may be applied under income 
option at any time. 


Both paid-up and extended in- 
surance options have cash values 
and participate in dividends. 


Quarterly premiums figured at 
flat six per cent interest. 


Fieldmen of the New England 
Mutual are proud to be able to 
supply this wide protection to 
American families in these critical 
times. 


New England 
Mutual 


Ly Insurance Company 


THE FIRST MUTUAL LIFE INSURANCE 
COMPANY CHARTERED IN AMERICA « 1835 
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Last Minute Policy and Dividend Seiecmniiien 


these weekly reports supplement the data contained in the Little Gem, 


The National Underwriter is the only weekly insurance newspaper 
providing its readers with important last minute policy and dividend 
changes. Compiled by John H. Rader, National Underwriter statistician, 


published in March at $2 a copy, and the Unique Manual-Digest, pub- 


lished in May at $5 a copy. 





Term Special Announced 
by Connecticut General 


Connecticut General has introduced a 
nonparticipating term special contract 
which provides protection for a specified 
period, depending on age at issue. That 
for ages 15-39, the term period is 
to age 60; ages 40- -49, term period is 
for 21 years; ages 50-55, protection to 
age 70. 

The policy may be converted up to 
five years before expiry but not beyond 
age 60. The contract contains regular 
nonforfeiture provisions but at younger 
ages values do not commence until the 
fourth year. 

The minimum size of the convertible 
to 65 policy has been reduced from 
$5,000 to $1,000. Rates for the new term 
special policy per $1,000 are: 


is, 


Age Prem. Age Prem. "a Prem. 
| ee Of ee ee $ 

16. 9.38 3 

a 9.47 fi 

13. 9.57 eee 

1D .s00 Bae 33.. 

20. 9.78 34. 

Biss 9.89 BPs sas 

22. 10.00 3 

ee |b 37 

24. 10.26 38. 

20sa0. LOAD | 

26 . 10.65 40. 

27 10.85 43... 

4 ae 11.07 42 





Fidelity Mutual Reduces 
Retirement Income Return 


Income payable under the retirement 
annuity contract of Fidelity Mutual has 
been reduced. Annuitant has option of 
a straight life annuity or one guaranteed 
for 10 years, any age between 50 and 
70. This policy is participating. In- 
comes per $100 of annual premium fol- 
low: 


Male at 60 Maleat65 Female at 60 
1 


Age 0 10 

at Yrs. Life Yrs. Life Yrs. Life 
Issue Cert. Ann. Cert. Ann. Cert. nn 
20 $34.82 $37.05 $47.36 $52.39 $31.09 $32.27 
25 28.31 30.13 39.10 43.26 25.29 26.2 
30 22.57 24.02 31.80 35.18 20.16 20.92 
31 21.50 22.88 30.44 33.68 19.20 19.93 
32 20.46 21.77 29.12 32.22 18.27 18.96 
33 19.44 20.69 27.83 30.79 17.36 18.02 
34 18.46 19.64 26.57 29.40 16.48 17.11 
35 17.49 18.61 25.34 28.04 15.62 16.21 
36 16.54 17.61 24.15 26.72 14.77 15.33 
37 15.62 16.63 22.98 25.42 13.95 14.48 
38 14.73 15.68 21.84 24.16 13.16 13.66 
39 13.85 14.74 20.73 22.93 12.37 12.84 
40 13.00 13.83 19.64 21.73 11.61 12.05 
41 12.17 12.95 18.58 20.55 10.87 11.28 
42 11.35 12.08 17.55 19.41 10.14 10.52 
43 10.56 11.24 16.54 18.30 9.43 9.79 
44 9.79 10.42 15.55 17.21 8.74 9.07 
45 9.03 9.61 14.60 16.15 8.07 8.37 
46 8.30 8.83 13.66 15.12 7.41 17.69 
47 7.58 8.07 12.75 14.11 6.77 7.03 
48 6.88 7.32 11.86 13.12 6.14 6.38 
49 6.19 6.59 10.99 12.16 5.53 5.74 
50 5.53 5.88 10.14 11.22 4.93 5.12 
55 2.51 2.67 6.21 6.87 2.24 2.32 
60 ee x 2.82 3.12 aa oa 





Columbian National Makes 
Family Income Changes 


Columbian National Life, by changing 
the length of time for payment of the 
extra premium for the family income 
rider, brought about a decrease in the 
premium rates. The extra premium now 
is payable for the full period of the 
rider, either 10, 15, 20 or 25 years, the 
latter being an additional policy offered 
by the Columbian National. Heretofore 
premiums were payable for 5, 10 and 15 
years for the 10, 15 and 20 year plans, 
respectively. The new extra premium 
rates for the rider at five year age in- 
tervals are : 

~—~—Term of Plan in Years—, 


Age 10 15 2 25 
20.0 vsccevcce $1.96 $3.28 $ 4.5 $ 5.62 
eer 2.01 3.33 ret 5.67 
BOs iss vs S0nb we 2.24 3.39 4.78 6.33 
BO ace ioe whe 2.76 4.35 6.01 8.39 
CBiii omesine Ges 3.73 6.02 8.57 11.74 
BPs ais wane oe 5.31 8.71 12.51 16.84 
Din cae he lans 7.74 12.84 18.46 er 
Pic casane ou 11.53 19.19 bare 


American Reserve Revises 
Practically All Rates 


American Reserve of Omaha recently 
revised all rates but 10-year term. At 
the same time it discontinued the con- 
tinuous premium endowment at age 85 
contract. This has been replaced in 
popularity by the double protector, in- 
troduced last June. The G. P. R. ordi- 
nary life policy is continued. This is an 
endowment age 85 contract providing 
premium reduction beginning the third 
year. Nonforfeiture values remain un- 
changed, as does the deferred annuity 


policy. A short display of the new rates 
follows: 

G.P.R. Spec. Fam. Ret. 

o.L. 0. 20P. inc. Inc. 

Dbl. End. End. End. 20 Y. Age 

Age Prot. 85 90 85 Plan 65 
15 $16. 53 $13.37 $23.22 19.27 
20 $25.16 18.32 14.82 25.06 $20. 47 22.33 
25 27.40 20.60 16.65 27.29 22.50 26.39 
30 30.24 23.52 19.01 30.00 25.36 32.13 
35 33.82 27.06 21.87 32.93 29.39 39.54 
40 38.33 32.44 26.38 37:46 36.57 50.25 
45 44.07 39.34 32.10 42.80 46.81 66.68 
50 51.02 48.81 39.81 49.91 alee eects 
55 .-- 61.92 50.43 58.95 
60 80.32 63.84 70.54 


Order revised edition of “Life Insur- 
ance and Federal Tax Laws,” prepared 
by Diamond Life Bulletins. 50c a copy. 
National Underwriter, 175 W. Jackson 
Blvd., Chicago. 


Amicable Life Goes to 
3°% Basis for Reserves 


Adoption of the American experience 
3 percent reserve table of mortality for 
the calculation of premiums and values 
by Amicable Life of Texas brought 
about an increase in the company’s pre- 
miums and values. Policies dropped 
from the rate book include the ordinary 
life modified to 60, select risk policies, 
20-pay coupon and seven-year term. A 
family income contract has been added. 
Some of these new rates are shown be- 
low: 


Premium Rates Per $1,000 

Ret. 

Fam. Ine. 
Ord. 20 End. 20Yr._ 65, ie a 
Age Life Pay 65 Plan Males Term 
15 TS SS'S2865 SIG AS... SESeag 14% 
20 "15.31 25.69 18.56$ 6.71 21.93 7.69 
25 17.19 27.93 21.57 7.10 25.87 8.02 
30 19.71 30.62 25.60 s 66 31.18 8.46 
35 23.02 34.02 31.34 8.62 38.53 9.12 
40 27.49 38.22 39.57 10.43 49.14 10.18 
45 33.04 48:32 ..... 13:54 6507 12:08 
50 41.71 49.97 19.26 91.77 16.16 
55 52.54 58.97 29.27 144.77 22.99 
60 67.50 71.78 om soe ane 
65 S853... 53.87 


Revises Settlement Options 

Atlantic Life has made some changes 
in its optional methods of settlement. 
The interest rate under plans A and B 


(proceeds left at interest and left to be 
paid in specified number of monthly in- 
stallments, respectively) now is 2%4 per 
cent, and under plan C, (to be paid in 
monthly installments for life) 3  per- 
cent, figured on the new annuitants 
table. After the first year, payments will 
be increased by any excess interest divi- 
dend that is declared. 


Yenter Makes New Move in Ia. 


DES MOINES—Appointment of 
Ray Yenter, former lowa_ insurance 
commissioner, as campaign manager for 
Earl G. Miller, secretary of state, who 
is seeking the Republican nomination 
for governor, was viewed with inter- 
est by Iowa insurance men. Miller is 
the only Republican candidate to an- 
nounce for the office so far, but Lieut. 
Gov. B. B. Hickenlooper of Cedar 
Rapids is expected to get into the race 
this week. The campaign for governor 
is of interest to insurance men because 
the six-year term of the present com- 
missioner, Charles R. Fischer, expires 
in 1943 and the incoming governor will 
make the new appointment. There was 
some speculation that the appointment 
of Yenter as campaign manager for 
Miller might make possible a second 
term for Yenter if his candidate is suc- 
cessful. 





Revised Prudential Dividends on New Premium Rates 





Illustrative dividends based on Pru- 
dential’s new premium rates are shown 
in the pages shown below and on the 
next page taken from the 1942 edition 


of the Little Gem Life Chart. Com- 
pared with dividends and premiums on 
the 1941 basis the yearly net outlay is 
but slightly increased. 


The net outlay indicated here is prob- 
ably less than that required by the re- 
duced schedule announced for 1942 on 
old policies. 
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Prudential, N. J. Prudential, N. J. 
1942 NET COST—NET PAYMENTS MODIFIED 3 | 1942 NET COST—NET PAYMENTS MODIFIED LIFE 5 
Illustration—Based on January 1 Dividend Scale Illustration—Based on January 1 Dividend Scale 
(Waiver of Premium Value deducted for Net Payments and Summaries) (Waiver of Premium Value deducted for Net Payments and Summaries) 
Ages 15 20 25 26 27 28 29 30 31__ | Ages 20 25 30 35 36 37 38 39 
Premium 3.46 15.21 17-24 17.70 18:17 18.68 19.22 19.78 20.38 em 2S See Se ee eS 
5 5 iS. 5 5 ° ° * ° - . ms = i Ne A a i : Boba 
1 13.06 14.75 16.71 17.15 17.60 1810 18.62 19.16 19.74 : a 2, BB Be +8 
H ios? iles isa? 1983 i449 1860 1s02 isa? 1s9 3 716 8.27 «9.74 «(11.53 «11.94 12:37 12.84 13:35 13.88 
F : ; : : : ‘fi ; ‘ 4 7:13 «8.23 «9.67. 11.42 11.83 12.26 12:72 13.23 13.75 
Premium 5.84 17.89 20.28 20.82 21.38 21.98 22.61 23.27 23.98 Se a a a ae a 
: ame Ee BS RS eR Te 2 oe ine, | Prien 19:18 21.80 25.22 29.66 30.74 31.84 33.02 34.30 35.64 
: E ; f ; : j ; ; 6 15.81 18.13 21.12 24:85 25.73 26.66 27.65 28.73 29.84 
10 12:25 13.86 15.67 16.07 16.47 16.91 17.36 17.84 18.34 . 2 22 ts fe fs fe oe Sf Ft 
ie EE 4B BE. 2 EB. Be 15 14.77 16.79 19.40 22:70 23.49 24.31 25:19 26.17 27.17 
20 11:19 12:52 13.96__14.26 14.59 14.95 15.32__15.71_16.13 = 7 oe ot ae oe oe se 2. ee 
10 Year Summary 10 Year Summary 
10 Yrs. Prems. 147.26 166.26 188.38 193.34 198.47 204.1 .93 216.03 222.60 ° 
10 Yrs. Divids. 22:96 (25.68 (29.13 29. 80 “3177 “32.79 33.84 35.10 | 10 Sree puree 138 8) ee EoD arse “ashe “S8ae -3RSL CORT 
2 tm. tet. 3 tee ee ee ee ee ae ee ae | io. Mer. 16S We 6S We We ee ee tee Te 
Av. Net Pay 12.43 14.06 15.93 16.34__16.77__17.23_17.71__18.22_ 18.75 | Ay “Net Pavt” “1h'S7 15:38 i547 4821 188s 19:53 ‘2035 21.04 21. 
10 Yr. Cost... 5230 5758 “5825 “5738 5767 5733 5814 5819 58.50 | 10 Yt Cash Val 59.00 75.00 94.00 114.00 118.00 122.00 126.00” 130.00 134.00 
Average _Cost..._5.23_ 5.76 _5: 5 BT teen antes | Average Cont. 5.67 5.08 6.07 6.81 7.05 7.33 7.65 8.04 8.4 
20 Year Summary 20 Year Summary 
zy Er Brent: ee eet ee mete ar ans eqns canes geen | a See Breas BLAS rnae anes sees as Sat Seas HE coe 
rs. v'ds. ls ® e ° A ° ls 5 e . 5 4 S . A . é 
20 Yrs. NET.... 241.25 272.35 307.02 314.61 322:52 331.12 340.01 349.40 359.29 | 20 Yrs. NET...... 262.42 299.59 347.25 407.41 421.69 436.49 452.56 470.21 488.39 
Av. Net Pa 12.06 13.62 15.35 15.73 16.13 16, 56 17.00 17.47 17.96 | Av. Net Payt...__ 13.12 14.98 _17.36__20.37__ 21.08 21.82 22.63 -23.51__—24.42 
20 Yr Cash Val 199.00 232.00 272.00 281.00 290. "00 308.00 317.00 326.00 oa a 7.00 249.00 291.00 334.00 343. "00 360.0 ; 7. 
30 Yr Gost, 42.95 40:3 35.02 “3361 32:92 “332 “32.01 “3240 39:29 | 20 Yr. Cost... 51.42 50.59 56.25 73.41 78.69 85.49 92.56 102.21 111.39 
Average Cost... 2.11 2.01__—«*'1.75_—='1.68 «21.63 —«*21.61_*'1.60~—-*'1.62 ~_—*'1.66 | Average Cost... __2.57__—«2.53_——2.81_—3.67_—3.93 4.27 4.63 55.57 
MODIFIED LIFE 3—(Continued) MODIFIED LIFE 5—(Continued) 
Ages 32 33 34 35 36 37 38 39 40 es 42 44 47 49 0 35057 60 
2 Premium 19.27 20.91 21.81 23.78 25.99 27.19 34.45 38.03 44.30 
a A A A 9 i Ae 
ear 20.35 20.98 21.66 22.39 23.14 23.94 24.78 25.68 26.62 1 18. . . 2.6 . : 33.37 37.17 44. 
2 20.35 20.98 21.66 22.39 23.14 23.94 24.78 25.68 26.62 15.17 16.45 17.17 = $4 bag 4 ore aan == eo 
is 16.40 16.91 17.44 18.00 1862 19.27 19.97 20.71 21.48 3 TE ads alee Fee saath. Fania. eantaonetnerae 
Premium 24.73 25.49 26.33 27.21 28.13 29.11 30.13 31.22 32.36 H i ae ee ee ee BR RR 
H 33-37 3S ee 4 pt re] am Pa Hf 28.70 Premium 38.54 41.82 43.62 47.56 51.98 54.38 68.90 76.06 88.60 
10 18.88 19.43 20.03 20.66 21.34 22.08 22.85 23.67 24.5 6 32.29 35.02 36.53 39.85 43.57 45.62 58.03 64.28 75.63 
15 17.80 18.30 18.86 19.43 20.08 20.77 21.48 22.94 Pye 10 31.08 33.69 35.13 38.32 41.91 43.87 55.86 61.89 72.91 
; i : F i i ; ‘ ; 1:84 33.21 36.22 39.64 41550 52.93 58.69 69.21 
20 16.58 17.03 _17.53 18.05 _18.64_19.27_ 19.92 _20.63__21.36 M4 vn an an ae nd ae ae 35.08 65.07 
10 Year Summary 10 Year Summary 
10 Yrs. Prems. 229.47 236.54 244.25 252.46 260.94 269.99 279.44 289.56 300.15 < or . 
19 ¥rs. Divds. 9690 $7.61 S001 40.06 41.05 4898 4484 48.40 46.33 | 10 Eis Frems. 27965 203.05 Sie.e S059 Se eS OS ae le 
10 Yrs. NET... 193.17 198.93 305.18 211.82 218.99 226.61 234.60 243.12 252.02 | 1} JTS ,Dov.4s- eee osS'Ss 26780 201'Da BIDS1 30490 49608 472i ben33 
AeA i 290__ 25:66 __23.46__24.31_25.20 | av. Net Pa 23.65 25.65 26.76 29.19 31.93 33.43 42.61 47.25 55.83 
10 Ye. Cost, BO1T 5993 LIS 6282 6499 6761 70.60 73.12 77.02 10 Yr. Cost... 94.53 106.52 114.60 130.94 iS1.31 16330 241-06 283° 364.33 
Average _Cost...._5.92___5.99__6.12_6.28 _6.50_ 6.76 _7.06 _7.31__7-20 | Average Cost... 9.45 10.65 11.46 13.09 15.13 16.33 24.11 28.35 36.43 
20 Year Summary 20 Year Summary 
20 Yrs. Prems. 470.07 484.54 500.35 517.16 534.54 553.09 572.44 593.16 614.85 " 1.25 742.15 809.90 886.2 ' 
30 Yrs. Div'ds. 100.23 10401 18.13 112:55 116.40 120.55 124.84 12946 134.29 | 20 St, Brems. 655.25 T1125 (00s eo Sees 227-65 1184-15 1313.65 1550.50 
20 Yrs. NET... 369. -53 392.22 404.61 418.14 432.54 447.60 463.70 480.56 | 99 Yrs. NET... 528.14 572.60 597.35 651.64 712.88 746.41 951.67 1055.40 1245.76 
Av. Net Payt. 18.49 19.03 19.61 20.23 20.91 21.63 22.38 23.19 24.03 Av. Net Pay. 2641 28:63 29:87 32.58 35.64 37. 329 
¥r Cash Va -00 344.00 353.00 362. ; ; ; . 20 Yr Cash Va "00 409.00 417.00 432. j : a 75 7b 00 
20 Yr. Cost..... 34.84 36.53 39.22 42.61 46.14 1.54 57.60 64.70 72.56 20 Yr. Cost...... 135.14 163. 180.35 219.64 "88 292.41 465.67 558.40 735. 76 
Average Cost Tg BS hae 883.24 3-63 | Average Cost. 6.76 8.18 _—*9.02__—*10.98 13.29 14.62 23.28 27.92 36.79 
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January 23, 1942 


LIFE INSURANCE EDITION 











Conmmaiians Muted 1942 Sividees Shown 


in Detail 





Figures for the 1942 dividend schedule 
of Connecticut Mutual which were pre- 
viously announced are shown in detail 
in the following pages from the Little 


Gem Life Chart. As previously stated, 
adjustments have been made but in the 
aggregate, total dividend distribution 
will be approximately the same. Divi- 


dends will be accumulated at 3% per- 
cent interest but policy proceeds will 
receive 344 percent. The tabulation 
below covers three popular forms. 




















































































































































Connecticut Mutual Connecticut Mutual 
1942 NET COST—NET PAYMENTS GRADED PREMIUM LIFE—3% | 1942 NET COST—NET PREMENED ’ at Pe aaa LIFE—S°, 
Based on Actual January 1, Dividend Scale a ato . ~ = 33 a 35 
Ages 15 5 3 
Ages 16 20 25 30 35 40 45 50 55 | Premium 16.31 18.00 20.14 22.85 23.48 24.14 24.84 25.58 26.35 
5 i : 18.47 19.03 19.62 20.24 20.91 21.60 
Premium 10.79. 11.21. 11.90 12.81 14.06 15.85 18.55 23.04 30.38 z =a fr r by = 4 a Be Bis 353 282 
zs — « Re ee BS 3 12°55 14:03 15.94 18.33 18:89 19.49 20.10 20.76 21.45 
Premium 12.31 13.00 14.08 15.46 17.33 19.89 23.55 29.18 37.81 : 1255 1408 8S sss 6lee2 1941 20:03 20.68 21.35 
2 9.60 10.23 11.21 12.47 14.20 16.61 20.12 25.65 34.10 ; 250 1 1S IS ists 1934 19:94 2061 21.27 
Premium 13.90 14.86 16.34 18.24 20.74 24.11 28.81 35.66 45.69 - 24 13% (188 ft ise i926 1887 2052 21.19 
3 40.81 11.68 13.01 14.71 16.98 20.13 24.62 31.30 41.04 : Ba Be 171 ibt¢ Ineo 1919 1979 2044 2111 
Premium 15.56 16.80 18.70 21.14 24.33 28.56 34.36 42.51 54.03 } st BM Pa 1S lisse i911 19871 2035 21.02 
12.08 13.18 14.88 17.04 19.92 23.85 29.37 37.26 48.37 s 1233 13-78 Oe «lsae 1903 1962 2027 20.93 
Premium 17.30 18.83 21.18 24.18 28.09 33.25 40.23 49.74 62.86 B BE BE BS We 1 «isss 1954 2018 20.84 
5 13.39 14.74 16.83 19.47 22.99 27.77 34.38 43.54 56.13 a" RB Be Fe eS lisse inst 1945 20.09 2076 
6 13134 14169 16.76 19.40 22:90 27.66 34.25 43.38 55.94 2 Be BS be We 1b «(bt 6193? 30.01 20.66 
7 13.30 14.64 16.70 19.32 22.81 27.55 34.12 43.22 55.74 es By Pe ES UES Ui Che Be Be ae 
8 13.25 14.59 16.63 19.24 22.72 27.44 33.99 43.07 55.56 3 Be BS be Te Bh oulse «(ibis 1982 20.4 
9 13.20 14.52 16.57 19.18 22.64 27.33 33. 42.91 55.37 bs BS BS 65 oF oS lesa 1809 1972 20:36 
10 13.15 14.47 16.50 19.09 22.54 27.22 33.72 42.75 55.18 a3 1199 13-38 (1518 17% Iver 1843 1901 1963 20.26 
11 1311 14:41 16.43 19.01 22.44 27.11 33.59 4258 55. = 14% BS Bo eS ints 1833 1891 1953 20.17 
12 13.06 14. 16.37 18.93 22.35 26.98 33.45 42.43 54.81 a use BS ES Tn Oe i ee es ee 
bs ae ue BS RS Se Se US Ue Cn 19 1178 13-14 1489 1709 1760 1815 1871 19.33 19.97 
#228 BS Oe Ge fe Se 26 6 ———— a. Se ae 
16 12:84 14.12 16: i a ; i : j 
17 12:78 14.05 16.01 1850 21.84 26.40 32.77 41.63 53.91/10 Yrs. Prems. 163.10 180.00 201.40 228.50 234.80 241.40 248.40 255.80 263.50 
18 12:73 13.98 15.92 18.41 21.73 26.27 32.63 41.48 53.73/10 Yrs. Div’ds. 38.77 40.92 43.48 46.86 47.70 48.44 49.38 50.25 51.22 
19 12°67 13:92 15.85 18.31 21.62 26.15 32.49 41.33 53.57/10 Yrs. NET... 124.33 139.08 157.92 181.64 187.10 192.96 199.02 205.55 212. 
20 12°60 13.85 15.77 18.23 21.52 26.04 32.35 41.18 i . : a 15. : ¥ it % - 20.56 21.2 
SR Year Samay. cian gunn senate Se COlee 7 3 8.98 61.54 62.24 63.13 64.01 65.15 66.27 
20 Yrs. Prems. 329.36 357.15 399.90 454.53 525.90 620.41 748.95 926.23 1173.67 | 10". Cost... 56.5% 57.32 58.88 Gf08 C8 8631 640 652 66 
Average  Cost.. a 
30 Yis. RET S949. 49:19 279.97 309.6 39693 119.07 Eva 624.00 732.12 1028. "3 20 Year Summary 
20 Yrs. N : 67 i i 4 
Av. Net Payt.. 12.46 -13.65 15.48 17.83 20.95 25.23 31.20 _39.61__51. 4 | 20 rs. Prems. 326.20 360.00 402.80 457.00 469.60 482.80 496.20 511.60 $27.00 
aor er Caan Va -29 179.95 216.47 259.82 309.01 362.34 417.51 471.68 522.63 |9 yrs’ NET... 243.93 272.62 309.33 355.56 366.19 377.64 389.47 402.25 415.40 
20 Yr. Cost...... 93.90 93.02 “93.20 96.71 110.06 142.17 206.49 320.44 504.16/2) “Xs, BET... 25.0) “i003 S47 17, i Coy iss 19:47 2011 20-77 
Average Cost. 4.70 4.65 4.6 4.84 5.50 7.11 10.32 16.02 25.21 Ae aa ~- 5 ae _— 
20 Yr. Cost...... 83.91 80.58 78.83 79:54 80.29 81.64 83.14 85.39 87.82 
ENDOWMENT AGE 15—3% Average Cost... 4.20 4.03 3.94 3.98 4.01 4.08 4.16 4.27 4.39 
Senay a Cte 
Premium 16.68 18.06 20.35 23.29 27.14 32.31 39.43 49.60 64.71) ZS a = a a a r 
} 04 28. 053 23. ae 30.94: 32 103 33.18 34.40 35.70 
1 13.55 14.84 16.96 19.69 23.27 28.17 34.89 44.65 59.00 | Premium 27.17 zak 28 a 
2 13151 14:78 16.90 19.63 23.19 28.06 34.77 44.48 58.79 1 22.36 ar ee EE ee 
3 13:47 14:74 16.84 1955 23.11 27.96 34.63 44.31 58.56 2 nr pe BB ME Se BR Te Se 
4 13.41 14.69 16.78 19.49 23.02 27.84 34.50 44.14 58.35 3 22.20 a BS te BS tS 26s «(28:80 30.00 
5 13.37 14.63 16.72 19.41 22.92 27.73 34.35 43.97 58.12 4 22.11 oy ape _<— 22 =a os ae ae 
6 13.32 14.58 16.66 19.33 22.82 27.62 34.21 43.79 57.90 5 22.02 22. SC a Be SS 6 «(St mT 
% 13.28 14.53 16.59 19.25 22.74 27.51 34.08 43.61 57.66 6 21.93 22.73 23.5 So = th he ae Be 
8 13.23 14.47 16.53 19.18 22.64 27.38 33.93 43.44 57.43 7 21.85 22.64 23.47 24. 25.29 26.27 27.32 38.45 29. 
9 13.18 14.41 16.46 19.09 22.54 27.26 33.78 43.25 57.20 8 21.76 22.54 23.37 aaa py eS ER 
10 13.13 14.35 16.39 19.01 22.44 27.15 33.64 43.07 56.96 9 21.66 22.45 2 44 Se ae me me ae 
11 13.08 14.30 16.32 18.93 22.34 27.02 33.49 42.88 56.72 10 21.58 22.35 ee eo 
12 13.03 14.24 16.24 18.83 22.24 26.89 33.34 42.68 56.47 11 21.48 22.25 23. fon 25 ao ase ne Be 
13 12.96 14.17 16.17 18.76 22.13 26.77 33.18 42.50 56.21 12 21.37 22.15 22.9 i Mee me Me 
14 12:91 14.11 16.10 18.67 22.03 26.64 33.03 42.31 55.95 13 21.28 22.04 =a ee 6faSo 648 «2851 2062 28:79 
15 12.86 14.05 16.03 18.57 21.92 26.51 32.87 42.11 55.68 14 21.19 21.95 rah ya a a a 
16 12.80 13.98 15.94 1848 21.80 26.38 32.71 41.91 55.41 15 21.08 21.85 22. _—— <3 2a un ae Bo 
17 12:74 13.91 15.86 18.38 21.69 26.23 32.54 41.71 55.11 16 20.98 21.74 22.54 oes G Ne BS is m2 (Al 
18 1268 13.84 15.78 18.28 21.58 26.11 3238 41.50 54.81 17 20.88 21.63 22.42 23.26 2415 25.13 2615 27.25 28.41 
20 23 22 Be be as 83 33 a4 ise eae 13 30:66 3143 33:30 23.03 23.92 24:89 25.90 26.99 28.15 
an 42.59 13.70 15.6) 18.00 es . . . 20 20.56 21.31 22.09 22.93 23.81__24.78 _25.78 _26.88 __28.02 
10 Year Summary 10 Year Summary 
10 Yrs. Prems. 166.80 180.60 203.50 232.90 211.40 323.10 394.30 496.00 647.10] 19 yrs, Prems. 271.70 280.40 289.50 299.20 309.40 320.30 331.80 344.00 357.00 
1) Yrs: Divas. 3395 458 607 077 27 (eas ohS2 9128 6013/19 Yee. Divas. G10 9272 G82 S440 55.32 500K 56.99 57.8) 58.5 
Nek pRet : rf . ; : : ; . 219. 168 235.98 244.80 254.08 264.26 374. z 2 
Av. Net_Pa 3.35__14.60_ 16.68 _19.36_22:87 27.67 34.28 43.87 58.00/40 YES, NET... 219-74 207 C8 ao oe OLAS 25-41 26.43 27.48 28.62 29.83 
1D Yr Gost. 5658 5628 ar 59.55 647 72.09 “83.08 i184 171,64 : : . woe 107-20 ISK. L9G 195.06 
enna oe ‘64110 Yr. Cost...... 67.91 69.82 71.87 74.23 76.88 80.25 83.85 88. 
eS ee 5.96 6.35__7.21__8.91__12.18_17.16| Average Cosi 6.79_ 6.98 a2 7.42 7.69 _—8.03__—8.39__—8.81 
07.00 465,80 542.80 646. 20 788.60 992.00 1294.20| 20 Yrs. P 543.40 560. 519.00 598. 40, 612.80 640.60 663.60 688.00 714.00 
20 Yrs. Prems. 333.60 361.20 407.00 465.80 343, ; rs. Prems. a x q 3 q k 
90 Yts. Div'ds. 71.92 75.11 80.42 86.99 95.58 5.17 118.03 133 "35 159.23|20 Yrs. Div’ds. 113.41 115.26 117.19 119.33 121.48 123.26 125.52 127.50 129.82 
20 Yrs. NET.... 261.68 286.09 326.58 378.81 447.22 Bal, 670.57 858.65 1134.97 | 20 Yrs. NET.... 429.99 445.54 461.81 479.07 497-32 517-34 538.08 560.50 584.1 
Av. Net Payt. 13.08 14.30 __16.33__18.94 22.36 __27. o 33.53 eo 93 _56.75| Av. Net Payt... 21.50 22.28 23.0 gas a 25.87 26.90 28.032 ea 
OVE Cas Val ISS OL DILTS DSC ST BIL DS 27700 456-63 S584 "40 1000.00 | 20 Yr Cash Val 338.4 4 60.72 372. : 3 E c 1D 
20 vr. Cat... 79.67 “74.31 70.04 67.58 70.22 84.49 112.13 150.25 134.97|20 Yr. Cost...... 91.51 96.01 101.09 107.03 113.85 122.36 131.53 142.36 154.43 
Average Cost... 3.98 _3.72__—«3.50__—«3.38_—3.51_—4.22 “61__7.51___ 6.75 | Average Cost... 4.58 4.80 5.05 5.35__—5.69__—«6.12_—G.58_7.12 4 














SALES MEETS 


Provident Mutual Cancels 
Big General Agents Rally 


Instead of holding its scheduled con- 
ference for all general agents at New 





Orleans, Provident Mutual Life will 
hold two regional meetings. The first 
will take place in New York, Jan. 28-30 


and the second will be held in Chicago 
shortly thereafter. The big meeting was 
canceled in the spirit of the times, ac- 
cording to President M. A. Linton. 


Stress Selling at Rally of 
K. C. Life General Agents 


KANSAS CITY—A new training 
plan to be promulgated shortly by Kan- 
sas City Life was outlined at the an- 
nual meeting of 50 general agents and 
managers by W. T. Whitehead, director 
of sales. The plan emphasizes actual 
selling procedures. Regional meetings 
will be held throughout the year to in- 
troduce it. 

Mr. Whitehead’s “Administrator 
Plan” of selling will be given to selected 
agents of the company this year. It has 
been used with success in the Texas 
agency during the past 14 months. 

President W. E. Bixby, opened the 
meeting; J. F. Barr, vice-president re- 
ported on the agency department, and 
J. A. Budinger, vice-president and actu- 
ary, discussed the new rate book. O. 


Sam Cummings, manager for Texas, re- 
viewed recruiting, training and agency 
management. 

Much of the meeting was devoted to 
selection and training of agents, with 
W. S. Hunter, northern California; L. 
S. Mersfelder, ‘Oklahoma; F. P. Kinder, 


Washington; R. W. Schwybold, Ken- 
tucky, and W. F. Seiser, southern Ohio, 
participating. 


Fete Farmers & Trades Leaders 


The annual meeting of the Farmers & 
Traders Leaders Club was held at the 
home office in Syracuse, N. Y. Forty- 
six qualified this year as compared with 
28 last year. 

Superintendent of Agencies Martin W. 
Lammers reported an increase in paid 
business of 25.8 percent over 1940, and 
a gain in insurance in force of $2,968,657 
or 94.5 percent. 

President L. J. Taber presented the 
President’s Trophy to J. Walter Barnes 
who led the field with a paid volume of 
$476,000. 

Arthur L. Lewis, general agent of Mu- 
tual Benefit Life at Syracuse, and C. C 
Robinson, editor of the “Insurance Sales- 
man,” were speakers. 


Ill. Bankers Has Iowa Rally 


H. E. Woods, home office representa- 
tive of Illinois Bankers Life, and Harvey 
Thornson, Iowa supervisor, conducted 
a meeting of general agents and agents 
in Des Moines. 


Five copies of “Problems of the Smaller 
Estate” by Attorney G. B. Rogers cost $1. 
Order from National Underwriter. 


INDUSTRIAL 


Action Taken to Save 
Agents’ Tires 


Metropolitan Life is cooperating in 
the war effort to save tires by requiring 
its agents to report to district offices 
only three days a week instead of five. 

John Hancock Mutual Life has not is- 
sued any company order but local man- 
agers are revising office rules to meet 
the situation. In some instances man- 
agers are not requiring men to report 
on Wednesday which is a heavy collec- 
tion day as accounts must be settled on 
Thursday. Elimination of Friday eve- 
ning reports to assistant managers is 
also being done away with in some 
cases. 

Prudential industrial agents have not 
been required to report daily so that the 
tire situation will not necessitate a 
change in rules. Agents now report 
Tuesday morning and Wednesday and 
Friday afternoons. 





Michael Duffey Feted 


Michael F. Duffey, superintendent of 
Prudential at Covington, Ky., who cele- 
brated his 25th anniversary with the 
company recently, was honored with a 
dinner in Cincinnati. Among those 
present were Alfred Wiedmann, assist- 
ant secretary, and J. W. Whitia, divi- 
sion manager, both from Newark, and 


NEW YORK 


PRESERVATION OF RECORDS 


The companies domiciled in New York 
are taking precautions to preserve essen- 
tial records against the possibility of 
damage in an air attack. Several com- 
panies have made microfilm records of 
certain material and the films are placed 
in vaults. The records of the actuarial 
department of the National Board of 
Fire Underwriters have been duplicated 
in this way. Instructions have been post- 
ed in all of the large home office build- 
ings on the procedure during an air 
raid. 





HARRISON NAMED IN RED CROSS 


George L. Harrison, president New 
York Life, has been named vice-chair- 
man of the life companies and agents 
division in the Red Cross war fund 
drive in New York. 


PRUDENTIAL, METROPOLITAN DEAL 


General Refractories Company 
29 sold to the Prudential and 
Metropolitan Life a total of $3,000,000 of 
314 percent promissory notes, less $499,- 
139, or 334 percent sinking fund bonds 
and accrued interest, due Jan. 1, 1949. 


YOUNGMAN AGENCY NO. 1 

With a paid volume of $2,842,000 on 
375 lives in December, the A. V. 
Youngman agency of Mutual Benefit 
Life in New York finished the year 
as the company’s leading agency for 
1941. The year’s volume of paid busi- 
ness was $10,720,000, a gain of 70 per- 
cent. Full time business showed a 42 
percent gain, while the increase for 
brokerage production was 200 percent. 
Volume leader in the agency was L. 
W. Joseph, who joined the agency only 
last July. He paid for $947,000 on 48 
lives. C. W. Wunder led in lives. 


MOVES 


Arnold Harmelin, general agent of 
Columbian National Life in New York 
City, has moved to larger quarters on 
the 13th floor of 60 John street. Mr. 
Harmelin’s agency will on Jan. 24 cele- 
brate 24 years of service as general 
agent with Columbian National. There 
will be a party at the agency to cele- 
brate this event which will be in the na- 
ture of a house warming for the new 
quarters. 


HARMELIN AGENCY 


HANCEL AGENCY LEADS 

The M. J. Hancel agency in New 
York City led all agencies of Continen- 
tal American Life in paid proditiction 
for 1941, while Louis May led the com- 
pany’s personal producers in paid vol- 
ume and Mr. Hancei’s personal produc- 
tion led the company in volume of new 
premiums. 

By reason of his leadership Mr. May 
becomes president of the company’s top 
production club, the President’s Club. 
At the Continental American’s recent 
convention special mention was made of 
Mr. May’s fine record. He was second 
to Mr. Hancel in volume of new 
premiums. 

LEVINE SECURITY MUTUAL LEADER 

Henry Levine, associate general agent 
of the D. T. Hersch agency of Security 
Mutual Life in New York City, was Se- 
curity Mutual Life’s leading producer in 
volume of paid business and in premiums 
for 1941. He has been on the President’s 
Club list every month since joining the 
company. 








a number of superintendents from near- 
by cities. 


Watch Michigan Legislature 


LANSING, MICH.—Although it is 
not known that insurance subjects will 
be considered, the special session of the 
Michigan legislature that convened Mon- 
day, will be watched closely by insurance 
observers. 
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LIFE AGENCY CHANGES 





Wandling Succeeds 
Croxson in Omaha 


Forrest N. Croxson of Omaha, agency 
manager of Equitable Society in Ne- 
braska, retires from that post after 34 
years with the company there and in 
Missouri and Illinois. He continues his 
association as a member of the reserve 
force. 

Lee Wandling, district manager at 
Wichita, Kan., has been appointed to 
succeed Mr. Croxson. 

The announcement was made at a 
luncheon meeting of the Nebraska agents 





LEE WANDLING 


of Equitable Society by Vice-president 
W. J. Graham and Second Vice-presi- 
dent A. B. Dalager. 

Mr. Wandling was presented by Mr. 
Dalager with the comment this was a 
promotion from the ranks. Mr. Wan- 
dling has had a highly successful record 
in the Wichita section, and an outstand- 
ing record as personal producer and in 
appointing and training a sales force. 
He has contributed of his knowledge and 
leadership to many other organizations, 
having appeared on programs of many 
state and national insurance organiza- 
tions. 

Immediately after graduating from the 
University of Kansas in 1924, Mr. Wan- 
dling took an agent’s contract with 
Equitable and his early success led to a 
transfer to Kansas City, and later to dis- 
trict manager at Chillicothe, Mo., St. 
Joseph, Mo. and Wichita. Under his di- 
rection for the last 11 years the district 
office at Wichita has become one of the 
company’s largest and most successful 
in the United States. The Nebraska 
headquarters will be continued in the 
Insurance building, Omaha. 

Mr. Wandling was general convention 
chairman of the mid-year meeting of the 
National Association of Life Under- 
writers in Wichita last year. 

Vice-president Graham paid warm 
tribute to Mr. Croxson, commenting on 


his long, faithful service, which in- 
cluded 25 years as Nebraska agency 
manager. 

Others at the luncheon were A. M. 


Amry, general manager at Kansas Citv; 
M. A. Nelson, agency manager at St. 
Louis; M. C. Nelson, Iowa state man- 
ager, and J. H. Harrop, manager at Salt 
Lake City. 

Croxson began his career as errand 
boy in a store in Little Rock, Ark. He 
went to work for the life insurance firm 
34 years ago, has been in Nebraska 25 
vears. 

Ned Embry Named at Wichita 


The new Wichita manager is E. Ned 
Embry, son of A. M. Embry, Kansas 
City manager. Ned Embry has been 
assistant manager at Kansas City since 


Benziger New Group 


Head in Southwest 


NEW YORK—Gerard N. Benziger 
of this city and Great Neck, L. I., has 
been appointed regional manager for the 
group division of Metropolitan Life in 
the southwestern United States. He 
succeeds Gale F, Johnston, who recently 
was appointed third vice-president. 

For several years, Mr. Benziger has 
been associated with the group division 
at the home office. He will have charge 
of group sales and service in Missouri, 
Arkansas, Kansas, Oklahoma, Louisi- 
ana, Alabama, Mississippi, Texas, west- 
ern Tennessee and southern Illinois, 
with headquarters in St. Louis. 

Mr. Benziger joined Metropolitan in 
1925. Three years later he became as- 
sistant to J. E. Kavanagh, vice-president 
in charge of the group division, who re- 
tired Jan. 1. For the last four years 
Mr. Benziger has been engaged in group 
sales work in the field. 


Heads Colo. Unit of 
Mutual Benefit 


Mason K. Knuckles, formerly a super- 
visor in Louisville Mutual Benefit Life 
and more recently a member of the 
agency department field service staff 
there, has been appointed general agent 
in Denver succeeding W. R. Wilkerson, 





whose retirement was announced last 
month. 
Mr. Knuckles was presented to the 


agency at a dinner in Denver, which was 
attended as well by business men of the 
city and E. C. Hawes, field service man- 
ager, who has been temporarily in 
charge. H. G. Kenagy, superintendent 





MASON K. 


KNUCKLES 


of agents, presided. He presented Mr. 
Wilkerson a plaque in appreciation of his 
25 years as general agent. Since joining 
Mutual Benefit at Louisville in 1936 Mr. 
Knuckles has brought many men into 
the business. Five of those he recruited 
are now in military service and six 
others actively in the business. 

3orn in 1901 at Beverly, Ky., he was 
graduated in 1929 from Centre College. 
He made an outstanding record there. 

He was athletic coach at Harlan, Ky., 
city schools for two years and then en- 
tered the life insurance field and made 
a good record from the start. In 1935 he 
moved to Louisville where he joined Mu- 
tual Benefit as supervisor. 

In Louisville he has been a director of 
the Life Underwriters Association. 

Mutual Benefit has been represented 
1937. He graduated from Kansas Uni- 
versity in 1930 and joined his father’s 
agency. 


in Colorado since 1873, and has insurance 
in force there of 1914 million. 


Graf Now Worcester, Mass., 
Manager of Conn. General 


Francis O. Graf who has been ap- 
pointed manager in Worcester, Mass., 
by Connecticut General Life, was gradu- 
ated from Iona Preparatory School and 
Clark University. For a time he was in 
newspaper advertising work with the 
Worcester “Evening Post.” Since 1930 
he has been in life insurance in personal 
production and management work. For 
the last year he has been assistant man- 
ager of Connecticut General in the 42nd 
street office, New York. 








Doherty to Fidelity Mutual 


Gerald M. Doherty has been named 
manager of a new Fidelity Mutual Life 
agency in Boston. The Watson and 
Cantor agencies also operate in Boston. 

Mr. Doherty is a native of Boston, 
where his father was widely known in 
the coal business, and he began his busi- 
ness life in that field. In 1921 he became 
an agent for the Equitable Society, and 
following outstanding success as a per- 
sonal producer, was made a supervisor 
and unit manager. Since 1939 he has been 
general agent in Boston for Continental- 
American. 


Anderson Northern Cal. Manager 


George F. Anderson, who has been 
in charge of the San Francisco branch 
office of Manufacturers Life as agency 
assistant, has been appointed manager 
with jurisdiction over all of northern 
California. Mr. Anderson has been with 
the company in that area five years, 
after several years as a personal pro- 
ducer for another company. 


S. B. Howard Named in Tulsa 


S. B. Howard of Oklahoma City has 
been appointed general agent of Liberty 
National Life in Tulsa, Okla., by his 


Louisville Manager 








E. A. TRASK, JR. 


Everett A. Trask, Jr., new agency 
manager of Bankers Life of Iowa in 
Louisville, has been a leading producer 
for six years in West Virginia. He suc- 
ceeds John H. Heil, who retired Jan. 1. 


father, R. C. Howard, Sr., state agent. 


He succeeds T. L. Meredith, whose 
health has become impaired. 





D. H. McGee Promoted 


D. H. McGee, formerly field man- 
ager for the Reliance Life, has been 
made manager for the northern part of 
western Pennsylvania. He will con- 
tinue under the supervision of Manager 
N. H. Weidner. He will have charge 





in 97 


of Worcester, 








Best Month 
1844——e——_[94] 


STATE MUTUAL'S DECEMBER 
BUSINESS BREAKS ALL RECORDS 


Not since John Tyler was President of 
the United States has State Mutual of 
Worcester received such a volume of 
business from its field force in a single 
month. As Mr. Churchill would say, 
that is a “considerable” achievement. 


State Mutual Life Assurance Company 
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of the counties of western Pennsylvania 
north of Allegheny county. He started 
with the Reliance at Uniontown, Pa., 
Jan. 30, 1930, and was an outstanding 
salesman. He was appointed field man- 
ager in western Pennsylvania in 1936. 





Lee Detroit General 
Agent of Loyal Protective 


Clarence E. Lee has been appointed 
general agent of Loyal Protective Life 
in Detroit, under W. B. Cornett, super- 
intendent of agents, who has charge of 
agencies in Michigan, Ohio, Indiana and 
West Virginia. He succeeds Charles 
Waddell, who has headed the agency at 
2337 Book Tower for two years, and 
who is new president of the Detroit 
Accident & Health Association. 





M. D. Cramer Los Angeles 
Manager of Bankers Life 
has been ap- 


Merwyn D. Cramer 


pointed agency manager in Los Angeles 
Moines, 


by Bankers Life of Des suc- 





MERWYN D. CRAMER 


ceeding J. G. Butterbaugh, resigned. 


Mr. Cramer has been supervisor of 
the Los Angeles agency since March, 
1938. He joined the company in 1931 


in Lincoln, Neb. In 1933 he moved to 
Kansas City as agency cashier. About 
two years later he was made agency su- 
pervisor and served in that capacity un- 
til going to Los Angeles. 





Wellshear Goes with Travelers 


Robert C. Wellshear has been as- 
signed by Travelers to the life depart- 
ment of the Omaha branch office. He 
was born in Kinta, Okla., and attended 
University of Nebraska. From 1929 to 
early in 1937 he was with the Lincoln 
(Neb.) “Star,” latterly as circulation 
manager. Then he became a field super- 
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Meads + Cialien Rosie Unit 
of Pacific Mutual 








W. G. YOUNG, JR. 


W. G. Young, Jr., has been named 
general agent in Cedar Rapids, Ia., by 
Pacific Mutual Life, succeeding O. J. 
Larson, who will continue in personal 
production. 

A brother of Author Vash Young, 
Equitable Society, New York, W. G. 
Young has previously devoted himself 
to field work, supervision and agency 
management in New York. 


visor of Lincoln Liberty Life, appoint- 


ing and training agents. 


Security Mutual Names McIntire 

Earl R. McIntire, formerly advertising 
manager for radio station KHAS at 
Hastings, Neb., has been named man- 
ager of the central Nebraska agency, 
with headquarters at Hastings, by Se- 
curity Mutual Life of Nebraska. 


Schneider ee _— Agency 


The Herman C. Schneider agency of 
Oklahoma City has been organized to 
write every type of insurance. For 10 
years Mr. Schneider has been writing 
life insurance there, representing Con- 
necticut Mutual, Prudential, Life of 
Virginia and Equitable Society. He 
will continue to represent those com- 
panies. 





Dr. Frank P. Miller spoke at the Janu- 
ary meeting of the Life & Accident 
Claims Association of Los Angeles on 
“Disease of the Lungs and Poison 
Gases.” 





New Supervisors for Great-West Life 











The three new 
group supervis- 
ors Great-West 
Life has ap- 
pointed, two in 
Detrore and one 
in Chicago, all 
have strong 
backgrounds in 
the insurance 
field. John A. 
Churchman, 
who becomes 
group supervisor 


ie m 
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in the Bart 
Schwemm agen- J. 
cy of the com- 
pany in Chicago, has been active in in- 
ance in New York and Chicago for some 
time. 

Judson Bradway, Jr., and Stewart N. 
Loud become supervisors in the Detroit 


A. Churchman 


Judson Bradway, Jr. 





S. N. Loud 


branch. Mr. Bradway has been in busi- 
ness in Detroit since 1935. Mr. Loud 
has an outstanding record as a producer 
since he joined the company some time 
ago. 
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Opportunities with— 


A New England Company licensed to 


| Hampshire, Vermont, 
| Rhode Island, Connecticut, Delaware, 
| District of Columbia, Michigan, New 
| Jersey, North Carolina, Ohio, Pennsy]l- | 
| vania, South Carolina. | 


| Our combined Life and Non-cancell- 
able Accident contracts are valuable 


| Write 
| WILLIAM D. HALLER 
Vice Pres. & Agency Manager 


UNITED LIFE AND ACCIDENT 
| INSURANCE COMPANY 
CONCORD, N. H. 
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in Maine, New 
Massachusetts, 














INCREASE SALES — 
KEEP POLICIES IN FORCE 


® The G& W Calendar Bank is attrac- 
twee... 
Made of plastic in black or ivory. 


© Fool-proof ... 

Only four moving parts. 

@ Simple to operate... . 
Any one of three coins—nickel, dime 
or quarter will change daily date. 
Quarter changes month. 

® Dignified ... ; 

The name or trademark of your com- 
pany engraved on the face. 


®@ This bank will create new policy hold- 
ers because every prospect who sees 
it, wants it. It will keep your policies 
from lapsing because it encourages 
daily savings toward premiums. 


Companies now using the G & W Cal- 
endar Bank have none but the highest 
praise for its business-getting ability. 
It will pay you to investigate. Write 
today for details: 


1 ee 


2947 N. 3Oth Street 
MILWAUKEE, WISCONSIN 








me 
AND 
MAIL 


M. A. GERETT CORP., 
2947 North 30th St., Milwaukee, Wis. 


Please send details and literature regard- 
ing the G & W Calendar Bank as soon as 
possible. 
ION i eeisveay dcacdddasdesieeddasaaidewenaen 
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Life Insurance 
Strength Aids U. S. 


Life insurance men and women have 
no special knowledge that permits them 
to predict future events but believe in 
the soundness of the business, and that 
it can safely ride out anything short 
of a complete revolution in social ideas, 


A. T. Maclean, vice-president and di- 
rector Massachusetts Mutual Life, de- 
clared in a talk on the economic posi- 
tion of life insurance in the investment 
field of today at a luncheon given by 
G. E. Lackey, Detroit general agent of 
Massachusetts Mutual, and his asso- 
ciates, preceding the annual business 
meeting and installation of agency 
officers. Agents from Battle Creek and 
Grand Rapids attended. J. C. Behan, 


spoke briefly. 


All Records Broken in 1941 


vice-president and director, 


Mr. Maclean discussed the importance 
of life insurance in the nation’s economy, 
and its responsibilities in an extended 
period of low money rates, impact of 
war and changing social concepts. A 
new peak of life insurance in force in all 
companies was reached at the end of 
1941, he said, $124,000,000,000, a gain of 
5 percent. New business totaled $12,- 
600,000,000, up 10 percent, and_ total 
assets rose to $32,500,000,000. The com- 
panies bought in 1941 nearly $1,500,- 
000,000 government bonds. Further buy- 
ing of federal bonds “neither inflates the 
credit structure nor carries the threat 
of dumping after the emergency,” he 
declared. ‘Due to the long term nature 
of life investments, they will prove to 
be a great help to the government in 
meeting some of its post-war financing 
problems. As the war progresses, life 
insurance may be the only other form of 


Has Great Record 




















HUGH 8S. BELL 


The Hugh S. Bell agency of Equitable 
Life of Iowa in Seattle in 1941 had the 
best year in its history with paid for 
production of more than $2,200,000. 
That was a gain of $550,000 over 1940. 
One of the agents produced more than 
$400,000, four men exceeded $250,000, 
six went over the $150,000 mark. The 
agency led Equitable Life in members 
of the “75 Club” and the One-A-Week 
club of the agency continues to lead the 
company, There were four members of 
the agency in the Washington State 
Quarter Million Dollar Round Table, 
which is claimed to be the best record 
of any agency in the state. Every man 
in the office is a graduate of the Equi- 
table Life educational course and two 
of the men have the C.L.U. designation. 


investment outside of government secur- 
ities, that will be available to the aver- 
age man. 

“The difficulty of keeping money in- 
vested never has been more acute than 
today. We must be able to show that 
life insurance is not only a sound in- 
vestment for the citizen, but through 
him, for the nation. 

“This has proven to be the case in 
the only other nation with which we can 
compare ourselves—Great Britain. Life 
insurance companies of that country 
have been a tower of strength to the 
government and to the nation.” 

Vice-president Behan paid tribute to 
E. E. Maten, dean of the agency, who 
has completed 42 years’ service. 

Officers of the agency’s association, 
selected on 2 production basis, were in- 


stalled: R. Jackson, president; JD: 
‘esa pi Arbor, vice-president; 
D. F. Lau, secretary, and I. L. Melch- 


ers, treasurer. Mr. Behan announced the 
Lackey agency ranked third in the com- 
pany in 1941. 


Home Life Awards Four 
General Agency Plaques 


Home Life’s four agency 
agency building plaques, 
the first time on 1941 by 
one general agency, that of Victor M. 
Shewbert, Pittsburgh. The agency was 
awarded both the quality organization 


Two of 
awards, the 
were won for 


plaque, given for the greatest proportion 
of agents paying for $150,000 or more 
per year, and the new organization 


plaque, for the largest volume by first 


and second year agents. Mr. Shewbert 
has been Home Life general agent in 
Pittsburgh since October, 1935. 

For the second successive year the 
Paterson, N. J., agency, of which Leo 
Minuskin is general agent, won the 
quality business plaque. Mr. Minuskin 
has been general agent in Paterson 
since 1931. Before entering the life in- 


surance field he operated a bus line. 

Otis M. Barry’s Jackson, Miss., gen- 
eral agency won the consistent produc- 
er’s plaque. Mr. Barry has been general 
agent at Jackson since 1935. 


New High Marks for W. J. Mack 


CINCINNATI—The W. J. Mack 
agency of Northwestern Mutual ranked 
tenth among the company’s agencies in 
paid-for business in 1941. Business 
submitted in December, both in volume 
and in lives, was the largest of any 
month since the office was established 
63 years ago. The 1941 business rep- 
resented a gain of 23 percent over the 
previous year. 


Bond Purchases Pledged 


At a meeting of the R. C. Howard 
Jr. agency of Liberty National Life in 
Oklahoma City, each agent pledged him- 
self to buy defense bonds and stamps 
and to aid in selling bonds to the public. 
Key speakers were R. C. Howard, Sr., 
state agent, and J. D. McSpadden of 
3irmingham, agency secretary. 


Paret Agency Celebrates 25th 


The Louis F. Paret, general agency 
of Provident Mutual at Camden, N. J. 
and Philadelphia, celebrated its 25th 
anniversary with a luncheon and dinner. 
Speakers were President M. Albert Lin- 
ton, Clancy Connell, New York City 
general agent, and Irvin Bendiner, New 
York Life, Philadelphia. Theodore Wid- 
ing, president of the agency association 
presided. 





Celebrate Big December 


Celebrating its best December in 10 
vears, the Montreal 1 agency of Great- 
West Life gathered at a banquet. Chair- 
man was D. Ferguson, branch 
manager, and Claude F. Dunfee, superin- 
tendent of eastern agencies, was the 
guest. Presentations were made to 
agency leaders. With a production of 








$250,000 the first 10 days of January, 
it was then in first place among all the 
Canadian agencies. 

The Holmes & Jones agency, Flint, 
Mich., was host to 21 employes and 
agents at a luncheon. Randall &. 


Yager, superintendent of agencies, 
Lafayette Life, talked on the effect of 
war time conditions on life insurance. 


MANAGERS 


San Francisco Cashiers Elect 


C. W. Toon, Union Central Life, was 
elected president of the Life Agency 
Cashiers Association of San Francisco 
at the annual meeting. Neil L. Ball, 
Manufacturers Life is vice-president; 
Miss Carmen Gallia, Connecticut Mutual 
Life, secretary, and Frances Ronne- 
baum, Bo reer treasurer. 

V. T. Motschenbacher, northern Cali- 
feta, manager of Sun ‘Life, spoke on 
“Life Insurance in War Time.” 


Doolin Slated in Pittsburgh 





L. J. Doolin, assistant manager of 
agencies of Fidelity Mutual Life, will 
address the meeting of the Agencies 


Committee of Pittsburgh Monday on 


“Single Hearted Men.” 
Donald G. Clark, purchasing agent of 
the Gulf Oil Company, addressed a 


the 
Thursday, on 
Known.” 


Pittsburgh 
“Some 


luncheon meeting of 
Supervisors Club, 
Salesmen I Have 


Levi Evansville President 


Morris Levi, manager Guardian Life, 
was elected president of the Evansville 
(Ind.) General Agents & Managers 
Association at the annual meeting. He 
succeeds Thomas Cusack, Metropolitan. 
D. Taylor, district manager National 
Life & Accident, was elected secretary- 
succeeding Charles Wise, Life 


treasurer, 








... A real opportunity 
for the right man to qual- 
ify for a general agency 
contract with 
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INSURANCE COMPANY 


of Illinais 


ALFRED MacARTHUR, PRESIDENT 


211 WEST WACKER DRIVE, CHICAGO 


of Virginia. There was a round table 
discussion on “Building Morale.” 


Clover Elected in Kansas City 
KANSAS CITY—Wayne Clover, 
Penn Mutual Life, was elected president 
of the General Agents & Managers As- 
sociation of Kansas City, succeding John 


I /acTuaRtes||[ 


CALIFORNIA 
Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 


CONSULTING ACTUARIES 


437 S. Hill Street 
LOS ANGELES 


























582 Market Street 
SAN FRANCISCO 




















ILLINOIS 
DONALD F. CAMPBELL 
and 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
35 Years of Service 


160 North La Salle Street, Chicago, Illinois 
Tel. State 1336 




















WALTER C. GREEN 


Consulting Actuary 
Franklin 2633 
211 W. Wacker Drive, Chicago 














HARRY S. TRESSEL 


Certified Public Accountant and 
Actuary 
10 S. La Salle St., Chicago 
Associates 
M. Wolfman, A. A. I. A. 
N. A. Moscovitch, Ph. D. 
L. J. Lally 


Franklin 4020 




















INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis—Omaha 

















HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio Street 
INDIANAPOLIS, INDIANA 














NEW YORK 
Established in 1865 by David Parke Fackler 


FACKLER & COMPANY 


Consulting Actuary 


Edward B. Fackler Robert O. Holran 
8 West 40th Street New York City 




















Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran and Linder 
116 John Street, New York, N. Y. 














PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
Associate 
E. P. Higgins 
PHILADELPHIA 








THE BOURSE 























XUM 


W 


7 |. 











A 


XUM 


January 23, 1942 


LIFE INSURANCE EDITION 








E. Miller, of Columbian National. Sam 
P. Quarles, Provident Mutual, vice-pres- 
ident, and J. D. McInnes, Jr., Kansas 
City Life, secretary-treasurer. 
O. Sam Cummings, Texas 
Kansas City Life, spoke. 


manager 





Chicago Cashiers to Elect 

The Life Agency Cashiers division of 
the Chicago Association of Life Under- 
writers will hold its annual meeting Jan. 
27. There will be a round table discus- 
sion of agency office problems. Discus- 
sion leaders will be Miss Anne C. Dono- 
hue, Stumes & Loeb agency Penn Mu- 
tual; D. A. Simpson, Zimmerman agency 
Connecticut Mutual, and H. L. Hubertz, 
Zischke agency of Union Central. New 
officers will be elected. 

Ethel N. Elmer, Connecticut General, 
president, is conducting the January ses- 
sions of classes preparing for the Life 
Office Management Association exami- 
nations. 

Columbus (O.) Life Cashiers dis- 


cussed most interesting experiences of 


the year. 


Start U. of Minn. Course 


C. L. U. classes will open at the Uni- 
versity of Minnesota Feb. 9 for a 17 
weeks’ night course. George Specht 
will be instructor. 








Aids in Estate Reaccumulation 


DETROIT—“Life insurance will play 
a major part in the ‘reforestation’ or re- 
accumulation of estates in 1942,” F. C. 
Morss, Jr., Sun Life, Philadelphia, de- 
clared before the Detroit. C. Ee ©. 
Chapter. 

“The object of estate planning is utili- 
tarian accumulation, conservation, dis- 
tribution and (in the larger estates) 
‘reforestation’ of assets,’ he asserted. 
Managers of estates are generally not 
aware of the vital need for diversifica- 
tion of investments in the assets of a 
family. Part of this diversification, he 
contended, can best be accomplished 
through the medium of well-planned life 
insurance. 

Mr. Morss also lectured before 300 
students in the adv anced life underwrit- 
ing course on “Life Insurance Under 
Federal Estate Tax Laws.” 





Pierle Cincinnati Speaker 
CINCINNATI— Edwin F. Pierle, 
contributing editor the Diamond Life 
3ulletins, addressed the Cincinnati 
Chapter of C.L.U. Monday. 


Pittsburgh Selene Rally 
Attracts Over 3,000 


PITTSBURGH—More than 3,000 at- 
tended the insurance civilian defense 
rally here sponsored by nine insurance 
organizations. E. Walter Geisler, Fred 
S. James & Co. was general chairman. 
Speakers included Mayor Scully, defense 
council and Red Cross authorities and 
Steacy E. Webster, general agent Provi- 
dent Mutual Life in Pittsburgh and state 








chairman National Association of Life 
Underwriters defense bond drive, 
Sponsoring organizations were the 


Pittsburgh Life Underwriters Associa- 
tion, Pittsburgh Accident & Health As- 
sociation, Casualty Insurance Associa- 
tion of Pittsburgh, Surety Association 
of Pittsburgh, Insurance Federation of 
Pennsylvania, Insurance Club of Pitts- 
burgh, Pittsburgh Casualty Claims Asso- 
ciation, Smoke & Cinder Club of West- 
ern Pennsylvania, and Pittsburgh 
Association of Insurance Agents. 





Wallace Seeks Nomination 

PORTLAND, ORE.—Lew Wallace, 
Canada Life, has completed his filing 
for nomination as governor of Oregon. 
The primaries are on May 15. 





LEGAL RESERVE FRATERNALS 





Wisconsin Congress 
to Meet Jan. 31 


The Wisconsin Fraternal Congress 
will hold its annual meeting in the Med- 
ford hotel, Milwaukee, Jan. 31. N. J. 
Williams, president Equitable Reserve, 
Neenah, Wis., congress president, an- 
nounced the program. 

D. W. MacMeekin, Two Rivers, Wis., 
is vice-president and G. A. Comstock, 
Equitable Reserve, Neenah, secretary- 
treasurer. The program is: 

PROGRAM 

President’s Message, Norton J. Wil- 
liams. 

“Wisconsin Fraternalists — Yesterday 
and Today,” R. L. Blodgett, assistant 
secretary National Mutual Benefit. 

“Inflation and Its Possible Effect on 
Life Insurance,’ James D. Reeder, ac- 
tuary Aid Association for Lutherans. 

“War Clause and Its Effect,” M. L. 
Ridgeway, assistant secretary Equitable 
Reserve. 

Luncheon. 

“Developing and 
Foree,” H. A. Mitchell, 
Equitable Reserve. 

“Prospects for 1942,” Jos. G. Grundle, 
secretary Catholic Family Protective. 

Report of advertising committee, H. W. 
Adams, director National Mutual Benefit. 

Report of resolutions committee. 

Adjournment. 


N. F. C. Presidents Section 
Meets in Chicago, Feb. 19 


The midwinter meeting of fraternal- 
ists at the Morrison hotel in Chicago 
near the end of February will include a 
gathering of the Presidents Section of 
the National Fraternal Congress, it was 
announced this week by Francis Tap- 
tich, president, who is head of the 
United Societies of the Greek Catholic 
Religion. The Presidents Section will 
meet Feb. 19, the day before the other 
meetings will start. Other groups 
which will meet include the Fraternal 
Field Managers Association, Illinois Fra- 
ternal Congress, Fraternal Society Law 
Association, and possibly some other 
sections of the N. F. C. 

Mrs. Minnie Hiner, head of Neigh- 
bors of Woodcraft, Portland, Ore., is 
secretary of the Presidents Section. 


Training a_ Field 
field manager 








Lutheran Brotherhood Gains, 
Adopts War Clause 


Lutheran Brotherhood had $10,618,667 
total issued business last year, an in- 
crease of over $1,500,000. The Decem- 
ber business totaled $1,317,474, an all 
time monthly record and $621,000 in- 
crease over December, 1940. February 
and March will be policyholders months, 
with emphasis on suggesting additional 
insurance for change of age, extending 
birthday congratulations, reinstating any 
lapsed policy and bringing insurance up 
to date. 

The society has adopted a war clause 
applicable to all new certificates issued. 
It is of the “status” type which denies 
liability, except other than for return of 
premium paid, etc., for death occurring 
anywhere in military service in time of 
war. It also excludes deaths of civilians 
due to incidents of war for a two year 
period while traveling or residing abroad. 


Hold Nebraska Field School 


Managers and assistants from the dis- 
tricts of Modern Woodmen in Nebraska 
attended a three-day sales school of in- 
struction held in Lincoln. Clyde Minard, 
field supervisor, Rock Island, was in 
charge. Latest techniques in sales were 
demonstrated. 








Issues “American Underwriter” 


A new insurance paper, “American 
Underwriter,” 208 Independence build- 
ing, 424 Walnut street, Philadelphia, has 
made its appearance with John Edward 


“Status” War Rider 
Being Adopted 


Many fraternal societies are reported 
to have adopted or to be considering 
war clauses. Most of those which so 
far have been announced have been 
“status” clauses which deny liability, 
other than for return of premiums, in 
event the insured dies anywhere in mili- 
tary or naval service in time of war. 

Due to many requests having been 
sent by societies to the National Fra- 
ternal Congress for information on the 
subject, and especially as to the action 
taken by various societies, F. F. Far- 
rell, manager, has sent a war clause 
questionnaire to members. 

This asks for information on whether 
a war clause has been adopted, with a 
copy of the clause; and if not, whether 
a Clause is being contemplated. 


Were Disposed Against Clause 


There seemed to be a general aver- 
sion against war clauses in discussions 
at the N.F.C. annual convention in San 
Francisco. While officials of a few so- 
cieties frankly stated they felt the so- 
cieties should not permit themselves to 
become targets if commercial life com- 
panies generally adopted the restriction, 
there was evident a very strong ten- 
dency toward delaying such action as 
long as possible, and perhaps instead of 
adopting a war clause to fall back on 
the assessment provision in the open 
contract. It was felt the general mem- 
bership should bear the cast of addi- 
tional motality due to war, and not 
merely those members who went into 
the armed services. 

However, this attitude now is be- 
lieved to have changed quite gener- 
ally since virtually all commercial life 
companies adopted restrictions. The 
fraternals evidently now feel they 
should not invite the anti-selection 
which inevitably would occur, even 
though temporarily they might appear 
to be doing well with an increase in 
new business. 





Increase of 17 Percent Is 
Made by Modern Woodmen 


New paid for business of Modern 
Woodmen in 1941 totaled $27,899,703, a 
gain of 16.6 percent. This was made up 
of $15,983,203 adult business, an increase 
of about $900, 000, and $11,916,500 junior, 
or about $2,000,000 greater than in 1940. 

Iowa under State Manager Lyle 
Brown led with $2,005,114. Nebraska 
was second, $1,965,650, representing a 
very large increase; northern Illinois, 
$1,964,573, 60 percent gain; southern 
Illinois, $1,853,524. W. Carson is 
Nebraska manager and C. A. Wortman, 
northern Illinois manager. 

The society’s December new business 
totaled $2,504,812, increase $574,000 
over December, 1940. 


Dearden as publisher and editor. Mr. 
Dearden was formely an official of the 
“United States Review” of that city. 
The new paper makes a very creditable 
appearance, 


Ask Approval of Charters 
of Two Hartford Insurers 


Although organization on the part of 
Connecticut General Life of a casualty 
company and a fire company is not im- 
mediately contemplated, stockholders of 
the life company at the annual meeting 
Feb. 3 will be asked to accept the char- 
ters for Connecticut General Casualty 
and Connecticut General Fire. Those 
charters were granted by the last ses- 
sion of the Connecticut legislature. 


Mutual Benefit ‘41 Leaders 
Groenke and Causey 


A. Robert Groenke, Cincinnati, and 
James T. Causey, Atlanta, were 1941 
volume and lives leaders respectively, of 
Mutual Benefit Life. Mr. Causey also 
ranks No. 2 in volume. 

Four field men paid for more than 
$1,000,000 of business in 1941, The A. V. 
Youngman agency in New York, with a 
production in excess of $10,700,000, led 
all the agencies. 








Order revised edition of “Life Insur- 
ance and Federal Tax Laws,” prepared 
by Diamond Life Bulletins. 50c a copy. 
National Underwriter, 175 W. Jackson 
Blvd., Chicago. : 
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PERTINENT FACTS— 
SUPREME FOREST 
WOODMEN CIRCLE 


Pedwisweees $ 34,832,388.00 
Protection in Force....... 105,066,561.00 
Total Membership 132,079 


Organized into 2,653 Groves in 44 states 
Benefits paid in 1940 to members and 
beneficiaries ............ $1,768,796.00 


Dora Alexander Talley, National President 
amie Long, National Secretary 


Home Office, Omaha, Nebraska 
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SHARON, PA. 
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Irish Encourages 
Field Force by a 
Series of Letters 


President R. E. Irish of the Union 
Mutual Life in order to keep the field 
force informed in these disturbing times 
and to give them information of value 
on insurance production work has 
started a series of letters in order that 





—— 











ROLLAND E. IRISH 


the salesmen may be kept abreast of 
developments. The Union Mutual Life 
writes accident and health as well as 
life insurance and the letters will apply 
to all lines. In his first letter President 
Irish states that insurance will take its 
place as an essential during the war 
period. The attitude of the government, 
he says, will be to encourage the sale 
of life, accident and health coverage. 
He gives five reasons for this: 

1. Money spent for insurance doesn’t 
BO into consumer’s goods. 

As a preventive against inflation. 

Through the large and repeated in- 
namie of life insurance companies 
in government bonds—providing tre- 
mendous seams for building the ships, 
planes and tanks to win this war. 

4. Life insurance provides a cushion 
for after war adjustment. 

5. The great social benefits provided 
by the tremendous sums paid out an- 
nually because of policyholders who 
“live too long” or “die too soon.” Al- 
most three billion dollars paid out by 
United States life companies during 
1941. 

He continues: “During 1941 Cana- 
dian life companies wrote more new 
business than any other year in their 
history. This was their second war year 
and with the Canadian people paying 
greatly increased taxes. I believe this 
will be the experience of the United 
States companies. 





Chicago Divisions to Hold 
Meetings Soon 


Miss Beatrice Jones, president New 
York City Association of Life Under- 
writers and nationally known figure in 
life insurance, will be guest speaker at 
a meeting of the Women’s Division of 
the Chicago Association of Life Under- 
writers Feb. 10. Bessie M. Dixon, 
chairman, will preside. 


F. H. Haviland, vice-president Con- 
necticut General, will address the Life 
Agency Managers group at meeting 


Jan. 30, on “War’s Challenge to Agency 
Managers.” 


Rio Grande Lands Sold 


A 26,000-acre tract of farm land in the 
Rio Grande river valley in Texas, an im- 
portant item in the assets of the old 
American Life of Detroit, has been sold 
to Real Farms, Inc., set up by the Fed- 
eral Administration of the United States 
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War Situation Will 
Boost Life Sales, 
States Marcusen 


SALT LAKE CITY—An affirma- 
tive answer to two questions which are 
of vital concern to agents today was 
presented by Carl R. Marcusen, presi- 
dent Pacific National Life, at a meet- 
ing of the Salt Lake City Life Under- 
writers Association, 

The questions, “Can I make a living 
at life insurance selling in this war pe- 
riod?” and “Am I rendering a_ public 
service in life insurance selling?’ Mr. 
Marcusen answered with a strong affr- 
mative. 

Record in Last War 

He said life insurance sales during 
the first world war increased 6.7 per- 
cent in 1915, 22.6 percent in 1916, 19.5 
in 1917, 3.9 in 1919, 75.8 in 1919, and 
21.1 in 1920. 

There is no reason to conclude that 
production in the war months to come 
will be materially different from the 
experience in the first world war, he 
said. All of the needs for life insur- 
ance continue to exist, and are perhaps 
of even greater intensity than in nor- 
mal times. Men, women and children 
die, and a cleanup fund is necessary. 
There are mortgages still unpaid. Chil- 
dren are still being born. Assurance of 
an education for young people is even 
more important than in other years. 
Men and women are growing old and 
earned income must be replaced. 

Sales in Canada are up 10 percent 
above the pre-war period, he said. In 
Great Britain sales still equal the pre- 
war period, and during the first years 
of the war exceeded it. 

Prospects can pay. National income 
in 1940 was 70 billion, 1941 90 billion, 
and in 1942 is expected to be between 
100 and 110 billion. Of this 20 billion 
increase five billion will be needed to 
pay new income and excise taxes, 
which should leave 15 billion of ex- 
cess. In 1941 new premiums’ were 
$350,000,000, or 2.3 percent of 15 billion. 

Of the 19 years between 1923 and 
1942 living costs were below the 1923 
average in 13 years. Living costs in 
1941 were 89.4 percent of 1923 costs, 
a wide margin for increased investment 
in life insurance. Wages per hour have 
risen substantially, contributing an even 
greater margin of surplus for life in- 
surance investment. The average farm 
income is 112 percent of that from 
1924 to 1929. 

With respect to the second question 
he pointed out that this is a total war, 
and the winner will be the nation of 
greatest strength. A nation’s strength 
is the sum of the individual strength 
of its citizens. One made up of bank- 
rupt homes, citizens and _ businesses 
cannot win a war. 





Philadelphia Congress Jan. 29 

The Philadelphia Association of Life 
Underwriters will holds its mid-winter 
sales congress, Jan. 29. A program of 
factual information applied to 1942 sell- 
ing conditions will be presented by 
L. W. S. Chapman, Ward Phelps and 
B. N. Woodson of the Sales Research 
Bureau. 

On Jan. 28 the association will spon- 
sor a one-day managers and supervisors 
school directed by the Sales Research 
Bureau staff. 


Department of Agriculture, for $1,065,- 
000. It will be resold in 40 to 60-acre 
tracts. 

Details of the sale were worked out at 
the home office of American United Life 
of Indianapolis, which is liquidating the 
American Life Fund under a reinsurance 
and management contract. Commis- 


Can Serve Country 
Best by Doing 
Regular Job Better 


ST. PAUL.—Until he is called to more 
active service, the life underwriter should 
bear in mind that he will be serving his 
country best by doing his regular job a 
little better than before, B. N. Woodson, 
assistant manager Sales Research Bu- 
reau, told an overflow gathering of St. 
Paul Life Underwriters, Inc. 

“Keep on keeping on should be your 
slogan,” he suggested. By so doing he 
is serving his country in three ways, Mr. 
Woodson said. By bringing in premium 
cash for investment in government se- 
curities; by exerting an anti-inflation in- 
fluence and by selling family security. 
Pointing out that life insurance has stood 
the test of war and depressions, Mr. 
Woodson predicted that the market for 
life insurance will remain strong. 

“IT am very optimistic about the fu- 
ture,” he said. “There will be tem- 
porary unemployment and irtcreased 
taxes but notwithstanding this we will 
sell more life insurance. The national in- 
come is now at an all-time peak and still 
rising. Net national income after taxes 
will rival some of the great years of 
the past. The increase in taxes will be 
no greater than the purchasing power 
that heretofore went into automobiles 
and other things that no longer will be 
available.” 


Arnold Boasts Defense Sales 


President O. J. Arnold of Northwest- 
ern National Life said that soon life 
agents will have only one competitor— 
government bonds—and they should 
seize the opportunity to boost the sale 
of government obligations and at the 
same time put forth their full effort in 
the sale of ordinary life policies, 

Mr. Arnold suggested that when the 
National association meets in Minne- 
apolis next August, Secretary of the 
Treasury Morgenthau be invited to at- 
tend and commend publicly the fine 
work which life men throughout the 
country have been doing in aiding the 
sale of defense and war bonds. 





Gives Pointers on Solving 
Estate Property Problems 


WILMINGTON, DEL.—Charles M. 
Ashton, Jr., agency supervisor of Union 
Central Life in Philadelphia, was the 
speaker at the regular advanced under- 
writing school class of the Delaware 
Association of Life Underwriters. 

He said the average home owner is 
not sufficiently familiar with his deed 
and mortgage to know the status of his 
property, in event of his death. When 
a man sells his home subject to a mort- 
gage which he created in buying the 
property, his liability on this mortgage 
is often continued without his being 
aware of it. The laws of descent de- 
termine how property passes at a man’s 
death if he leaves no will, and he pointed 
out that while these laws vary in the 
several states, they usually do not dis- 
pose of property according to the own- 
er’s desires. Mr. Ashton emphasized 
that the agent can render a real serv- 
ice by urging his client to consult a com- 
petent attorney in-order to determine 
the status of his real estate and to dis- 
7 the desirability of writing a proper 
will. 

The sole proprietorship business is de- 


sioner Berry of Michigan and T. M. 
Heuss, trustee of the American Life 
Fund, were present, as well as attorneys 
representing Texas and other interests. 

The lands, originally held by American 
Life at a book value of $3,500,000, were 
subsequently appraised at $1,200,000 


when it was placed in receivership. 
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pendent upon the proprietor, according 
to Mr. Ashton, and his removal by 
death or retirement raises serious prob- 
lems in disposing of the business. At 
the owner’s death, capital is required to 
carry on the business until the heirs de- 
cide on its disposition; second, the earn- 
ing power of the owner as an individual, 
which is destroyed by his death, has to 
be replaced for the family by some out- 
side source of income. Finally, he stated, 
if the sole proprietorship wants to 
be independent at old age, it is necessary 
that he set aside some portion of his 
profits in a sinking fund. These three 
problems can be solved through a sound 
insurance program for the proprietor- 
ship. 


Branch Rickey Draws 
Crowd of 600 in Houston 


More than 600 attended the luncheon 
of the Houston Association of Life 
Underwriters at which the speaker was 
Branch Rickey, vice-president of the 
St. Louis Cardinals baseball team, who 
gave an inspiring message on “Civilian 
Morale During the War Emergency.” 
Although the talk was devoted mainly 
to an appeal to the civilian population 
to get down to a war time basis and 
make sacrifices commensurate with 
those being made by those in the armed 
forces, Mr. Rickey got in some warm 
words for life insurance and life in- 
surance salesmen. 

“The owning of life insurance,” he 
asserted, “gives a man the right to dare 
to do things and to throw off the limit- 
ations of salary and to undertake an 
adventuresome life that looks beyond 
the limited horizons of dead end jobs.” 
He said that his owning of life insurance 
gave him a clear head and a firm con- 
viction that he could undertake any- 
thing and whether it proved to be suc- 
cessful or not, no matter what happened 
to him, those who look to him for se- 
curity would not look in vain. 

“I believe in life insurance,” he as- 
serted. ‘Whatever estate I will leave is 
in life insurance. For a life of service, 
I believe life insurance salesmanship 
offers opportunities for service second 
only to the ministry.” 

F. M. Law, president of the First 
National Bank, introduced Mr. Rickey. 
The chairmen for the day were William 
T. Murphy of Southland Life, and Dale 
Shepherd. 


Holgar Johnson Talks at 
Indianapolis Bond Rally 


H. J. Johnson, president Institute of 
Life Insurance, spoke on “Defense, 
Democracy, and Life Insurance” at a 
luncheon meeting sponsored by the In- 
dianapolis Association of Life Under- 
writers and Chamber of Commerce. 
Among guests scheduled to attend were 
Governor Schricker, Mayor Sullivan, C. 
A. Jackson, Indiana civilian defense di- 
rector, executive vice-president Indiana 
State Chamber of Commerce; Dr. C. B. 
McCulloch, Indiana member President’s 
National Volunteer Participation Com- 
mittee, and Commissioner Viehmann of 
Indiana. R. I. Blakeman, Jr., presided. 

Other guests representing groups par- 
ticipating were G, A. Bangs, president 
American United Life; J. M. Drake, 
president Empire Life & Accident; Equi- 
table Society, H. L. Rogers, trustee Na- 
tional Association of Life Underwriters; 
E, A. Krueger, treasurer American So- 
ciety of € L. Us; A. L. Portteus, 
president Association of Indiana Legal 
Reserve Life Insurance Companies; H. 
E. Storer, president Indiana State As- 
sociation of Life Underwriters; E. M. 
Spence, state chairman, and C. F. 
Maetschke, Marion county chairman, for 
life underwriters participation in the de- 
fense bond campaign. 





Complete Minn. Congress Set-up 
ST. PAUL—The program for the 
mid-year sales congress of the Minne- 
sota Association of Life Underwriters 
(CONTINUED ON LAST PAGE) 
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Sales Ideas and Suggestions 











Trends in Life Insurance and 
Taxation Situation Viewed 





NEW YORK—A number of angles 
and trends regarding life insurance and 
taxation were noted by F. L. Morton of 
the Myrick agency of Mutual Life of 
New York, in an address before a meet- 
ing of the Life Supervisors’ Association. 
There had been considerable pressure in 
Washington to reduce the $40,000 estate 
tax redemption on life insurance. There 
is a trend toward joint returns for hus- 
band and wife. 

It seems likely some form of gross 
income tax will be enacted under which 
the employer will deduct the tax from 
each employe’s paycheck. It is possible 
the government will put the sum with- 
held to the individual’s credit in the 
form of bonds, giving it back to him 
when the emergency has passed. There 
is a problem of whether the government 
can constitutionally collect a tax on the 
income a wife receives from her hus- 
band as alimony. Increases in social se- 
curity and corporate taxes are antici- 
pated. Partnerships may be put on the 
same basis as corporations. 


New Tax Bill To Be Drafted 


Mr. Morton for a number of years 
worked with J. S. Myrick when the lat- 
ter was chairman of the laws and legis- 
lation committee of the National Asso- 
ciation of Life Underwriters before he 
went into the home office of the Mutual 
Life. The committee, Mr. Morton said, 
seemed to make considerable progress 
in clarifying certain tax questions re- 
garding life insurance, When the new 
tax bill was being formulated, congres- 
sional leaders requested the committee 
to permit the bill to go through without 
any legislative changes, the details to be 
worked out after the general bill had 
been passed. However, because of ex- 
igencies of the lease-lend bill, then the 
entry into the war, it has not been pos- 
sible to discuss these matters. Within a 
few days it is anticipated the House 
ways and means committee will start 
work on a new tax structure bill. There 
is considerable pressure to find means of 
securing additional tax money. 

The laws and legislation committee 
has been working for a measure which 
would permit earmarking life insurance 
for the purpose of paying estate taxes 
when the assured dies. With increased 
taxes and increased need for liquidity 
in estates to pay taxes, the earmarking 
is more important than before. 


How to Use $40,000 Exemption 


The $40,000 life insurance exemption 
may be used as a valuable aid by the 
agent in selling life insurance, and this 
approach would be helpful even if the 
exemption were reduced to $25,000. On 
a $100,000 taxable estate, Mr. Morton 
said, the $40,000 exemptions was equiv- 
alent to a $57,970 tax saving. On a 
$1,000,000 estate the giving away of 
every $4,000 is equivalent to giving 
$6,667. 

There have been several income tax 
decisions useful to life insurance. One 
was in the Winslow case, decreeing that 
only the excess amount paid over the 
guaranteed income payable to the widow 
was taxable. 


Premium Payment Test Question 


Mr. Morton suggested many changes 
might be made in the field of pension 
trusts and advised agents not to worry 
too much about them. Recently, in the 
Raymond J. Moore case, the board of 
tax appeals allowed deduction for an- 
nuity payments by both employer and 


employe, holding that only the amounts 
payable for life insurance were to be 
included for tax purposes. 

Mr. Morton said the Treasury was 
endeavoring to find a method of apply- 
ing the premium payment test in such a 
way that certain credits would be al- 
lowed. The tax probably would be 
levied on the basis of ownership before 
the gift was made and on premium pay- 
ments thereafter. 

The Treasury is trying to find a less 
difficult way of collecting the tax after 
the Enright case decision which held 
that accrued money earned but not yet 
paid was taxable. Life insurance men 
are interested in this case because of 
renewal commissions. Mr. Morton 
pointed out renewals are not guaranteed 
in the event of certain contingencies. 

It has become quite general for an as- 
sured to borrow on his policies from a 
bank and then buy single premium in- 
surance with the amount he has bor- 
rowed, Mr. Morton advised against this 
practice on the ground that there was a 
possibility of having the loan called with 
the assured owing the bank and having 
nothing left with which to pay his loan. 

In selling prospects in the 50 percent 
tax brackets, Mr. Morton said it was 
possible to make substantial savings 
through purchasing life insurance. He 
recently sold an assured a million dollar 


single premium policy then the assured 
bought an additional million dollar an- 
nual premium policy when the savings 
were pointed out. 


Capital Expenditure Alternative 


If the government imposes a ceiling 
of $25,000 a year on income, it will be 
necessary to shift to the capital expendi- 
ture idea in selling life insurance, Mr. 
Morton said. Life insurance replaces 
capital, not income. 

He cited the case of a woman 62, who 
was interested in investing money which 
she had received from matured bonds. 
She was sold a $100,000 single premium 
policy for $80,000 on the basis that by 
taking her life expectancy of 12 to 15 
years, the $20,000 difference and divi- 
dends, that was as good as an 8 percent 
return on her investment. If she lived 
beyond her anticipated expectancy, Mr. 
Morton pointed out, the return would 
be equivalent to approximately 4 per- 
cent over a period of 30 years. 

Roe Maier, Aetna Life, a past presi- 
dent of the association, who has been 
appointed Aetna assistant general agent 
at Detroit, was tendered a gift on behalf 
of the association by L. M. Baker, 
Mutual Benefit, past president. New 
members who took bows were M. J. 
DeMucchio, Connecticut Mutual, and 
Daniel Lifton, Manhattan Life. 

President W. C. Smerling, Berkshire, 
announced that The National Under- 
writer Company was publishing a use- 
ful book, ““Who Writes What,” on com- 
pany practices which was based on the 
work of the association’s compendium 
committee. 





Recall Reasons for Entering Insurance 
in Order to Drive Out the Blues 





NEW YORK.—Sometimes an agent 
is apt to become discouraged when he 
thinks things are not breaking the way 
they should for him and he forgets the 
real reasons why he went into life in- 
surance. Until late last year, life insur- 
ance sales in New York were not gen- 
erally good and the city was slow in 
feeling the upturn experienced in most 
other large centers of the country. How- 
ever, a young man who thought matters 
over carefully in deciding what busi- 
ness he should pick out as his life’s work 
determined to go into life insurance here 
because it enabled him to do something 
for his fellow man, it gave him an ap- 
portunity to sell a unique piece of prop- 
erty, and to build up a nice income in 
five years’ time. 

Frederic J. Newman of the Baldwin 
agency of New England Mutual entered 
life insurance last June. In six months 
he has written 17 cases for $113,000. He 
has set $175,000 as his first year’s goal 
and the way he has been getting the 
business it looks as if he is not going 
to have much trouble. 


Started as Broker 


Mr. Newman started in insurance as 
a broker. However, he early was drawn 
to life insurance because of its unusual 
characteristics and he is now definitely 
a life insurance man. Mr. Newman was 
an accountant. During the New York 
world’s fair, he did some coordinating 
work in handling its various office ac- 
tivities. He was not attracted to the 
accounting field and decided to enter the 
insurance business because of the op- 
portunities it offered to the man who 
would work hard and stick to his job. 

Mr. Newman feels that there are few 
things a salesman can sell that he can 
get as much satisfaction from as selling 
life insurance. He has built his selling 
around the idea of life insurance as good 


property and his prospects are qualified 
on that basis. He attempts to close on 
his first call and during every inter- 
view. 

Life insurance is a good buy, he feels, 
because it is the only property which 
guarantees a definite income; it is the 
only property not disturbed if the as- 
sured in an emergency wishes to borrow 
of it; it is the only property which 
completes itself automatically if the buyer 
is disabled, and it is the only property 
by which at any given date the buyer 
may procure an annuity under the terms 
stated in the policy. The buyer imme- 
diately secures an estate for himself 
which is fully completed for his family, 
should anything happen to him. 

Mr, Newman was asked whether he 
finds prospects are reluctant to buy life 
insurance because of a fear of inflation. 
He replied that the thing to fear is de- 
flation, not inflation, and every business 
cycle has borne this out. Life insurance 
is the surest way to guard against a 
period of deflation. 

Mr. Newman has set for himself a 
definite five-year objective. He is wid- 
ening his contacts and building up his 
prospects with that objective constantly 
in mind. It is never necessary to call 
on a prospect cold, he believes. It is so 
much easier to sell a man the agent 
knows or who knows a mutual friend. 





Life Insurance 
as Good Property 


NEW YORK—A discussion of life 
insurance as property featured the 
weekly meeting of the New York Life 
Underwriters Association sales forum. 
The four major problems of property 
and their solution by life insurance 
were considered by M. H. Wilner, gen- 


eral agent State Mutual, Philadelphia 


while the characteristics of life insur- 
ance as good property were outlined 
by L. N. Whitelaw, assistant super- 
visor of Prudential, Newark. The four 
problems are: Estate creation, estate 
preservation, estate transfer, and es- 
tate liquidation. Mr. Wilner took as 
a typical example the case of a 15-year- 
old immigrant boy who landed in this 
country in 1890 at Baltimore. He dis- 
cussed the various problems and ob- 
stacles the boy overcame in his in- 
stinctive passion for self-betterment, 
the various stages in his acquisition of 
property and how the different types 
met his needs. Mr. Wilner pointed out 
that property is a substitute for labor 
in that it creates income. Life insur- 
ance, he said, is the greatest of all 
American institutions and the agent 
must have a fundamental concept of the 
relation of life insurance to the na- 
tion’s welfare and the individual wel- 
fare. 

At 65, the man who had been an im- 
migrant boy had nothing of substantial 
value in his estate but life insurance 
because of the vicissitudes of the eco- 
nomic cycle. 

Life insurance enables a man to cre- 
ate an estate immediately, even though 
he personally is not able to complete 
his plans for the future. Since life in- 
surance is acquired by periodic pay- 
ments over a long period of time, it as- 
sists him in estate preservation. It 
gives an equity and a property which 
does not shrink in transfer from the 
estate to the family at death. Life in- 
surance insures orderly estate liquida- 
tion because it gives property to the 
family in terms of income. _ 

Mr. Wilner declared that the agent 
who is able to discuss on an evangel- 
istic basis the philosophy of life insur- 
ance and its fundamental concepts in 
relation to individual and national wel- 
fare is certain of finding 50 people a 
year who will buy life insurance on this 
basis no matter what times may come 
in the future. : 


Mr. Whitelaw’s Discussion 


The average man cannot make three 


successive successful investments, Mr. 
Whitelaw declared in discussing the 


characteristics of life insurance as good 
property. Life insurance enables an 
assured to control his property both 
while he is living and afterwards. There 
are no appraisal or court fees or attor- 
neys’ costs in the distribution and 
transfer of the life insurance portion of 
an estate, Mr. Whitelaw said. He 
pointed out that legislative intent was 
to protect life insurance from the claims 
of creditors. 

Mr. Whitelaw said it is natural for the 
assured to get a kick out of the fact 
that his life insurance isn’t costing him 
anything after the business has been in 
force for some years because the in- 
crease in cash value is larger than the 
premium. Life insurance, he said, pro- 
tects children when they are growing 
up and protects them after they are 
grown by taking care of the assured in 
his old age. 

Considering inflation he said that 
assuming a dollar was worth par in 
1926, it was worth 64 cents in 1915, 
$1.38 in 1933, $2.12 in 1896, and 95 cents 
at present. There is a natural inflation 
curb in life insurance in that the assured 
pays for it as he goes along. If an 
assured were paying a $20 premium for 
$1,000 life insurance, in five years he 
would pay $100. Mr. Whitelaw de- 
clared that that was an inflation of 10 
times when a widow could collect $1,000 
life insurance for a payment of $100. 
In 1927, Mr. Whitelaw said, the stock 
reply was “I can do better with my 
money”; in 1933, “I can’t afford it,” and 
at the present time, inflation. 
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was completed this week. 
speakers are A. H. Motley, vice-presi- 
dent Crowell-Collier Co., New York, 
and Ralph A. Trubey, general agent 
Guardian Life, Fargo, N. D 

Speakers previously announced are 
John A. Witherspoon, president Na- 
tional Association; John D. Moynahan, 
National C.L.U. president; Julian Far- 
well, division of field education Metro- 
politan Life, and Commissioner Johnson 
of Minnesota. 

The congress will be held at Hotel 
Lowry, St. Paul, Feb. 23. 


Louisville Agents Given 
Sales Pointers by Outsider 
LOUISVILLE—The Louisville Asso- 


ciation of Life Underwriters heard a dis- 

cussion of what a successful salesman in 
aunties field thinks of life insurance sell- 
ing at a meeting. V. E. Vining, sales 
manager of Proctor Electric Co., Phila- 
delphia, has appeared before several 
other life agents’ groups. 

No new face in life insurance circles, 
Mr. Vining proved to be the high spot 
in the program of the General Agents 
and Managers Section of the Cincinnati 
National Association convention and has 
since appeared before the state associa- 
tions of New York and New Jersey. 


Urges Let Prospect Talk 


The agent should talk about the kind 
of money his prospect is familiar with, 
Mr. Vining advised. He should let the 
prospect talk about himself. A question 
makes a good opening. He shouldn’t be 
verbose, but neither should he tell half 
the story, and then he should give the 
prospect a chance to make the decision. 
The agent doesn’t have to be superhu- 
man, and if he occasionally admits that 
he has to check on something he will es- 
tablish his honesty. 

Agents don’t sell life insurance, he 
said; they sell persons who buy life in- 
surance. If knowledge of the product was 
the most important thing, actuaries 
would do all the life insurance selling. 


Tour to Promote Okla. Congress 
OKLAHOMA CITY—To stimulate 


attendance at the sales congress here 
Jan. 30 a promotional tour was made by 
about 25 general agents, managers and 
agents to Stillwater, Ponca City and 
Enid. At Stillwater C. C. Day, general 
agent Pacific Mutual, spoke on “Morale 
Building.” He also spoke at a break- 
fast in Ponca City the following morn- 
ing and at noon addressed a luncheon 
meeting of the Enid association on “The 
Miracle of Life Insurance.” A similar 
trip will be made to Tulsa and Musko- 
gee in eastern Oklahoma, with Herndon 
Lackey, Massachusetts Mutual, as the 
speaker. 

A feature of the congress will be short 
addresses by a group of young producers 
including J. F. Collar, Phoenix Mutual, 
Tulsa, “On the Beam”; Howard Leslie, 
Prudential, Enid, “Time Control,” and 
I; Dp: Anderson, Mid-Continent Life, 
“Why I Am in the Insurance Business.” 


Witherspoon in Cincinnati 
CINCINNATI—That the National 
Association of Life Underwriters will 
assist the government in every way pos- 
sible in the sale of defense bonds was 
stressed by President John A. Wither- 
spoon in his address, “The National 
Association Speaks,” before the Cincin- 
nati association. Mr. Witherspoon, who 
is making the sale of bonds one of the 
major objectives of his administration, 
pointed out that already nearly 9,000 
agents had volunteered to assist in the 
work, He stated that they had not yet 
really gotten under way but have sold 
more than $40,000,000 of bonds. 
Previous to his talk, President With- 
erspoon presented plaques to the desig- 
nated leaders of each Cincinnati agency, 


on behalf of the General pane & Man- 
agers Association. 
Akron, 0O. art F. Smith, Philadel- 





phia general agent Connecticut General 
Life, spoke on “The Agent’s Responsj- 
bility in Time of War,” recently at 
Akron’s Y. M. C. A. 

Akron is Mr. Smith’s home town and 
despite a below-zero temperature more 
than 75 members turned out. He stressed 


the need of proper programming for 
family needs and the necessity of ade- 


quate retirement income, the latter being 
illustrated with two excellent sales 
presentations. 

C. S. Bateson, vice president of the as- 
sociation and defense bond chairman in 
the Akron area, announced that sales 
had gone far beyond expectations, 

Fort Wayne, Ind.—J. A. Witherspoon, 
president National association, addressed 
a dinner meeting attended by 240 mem- 
bers and their wives. He outlined the 
six-point program which his administra- 
tration has promulgated. Paul Southern, 
association president, presided, and John 
Dyer, general agent John Hancock, in- 
troduced Mr. Witherspoon who is Nash- 
ville general agent of that company. H. 
L. Rogers, Equitable Society manager at 
Indianapolis, trustee National associa- 
tion, was presented. 

Davenport, Ia.— The association will 
sell and distribute defense bonds through 
the industrial and commercial firms by 
installation of the pay-roll deduction 
plan. Dick LeBuhn is chairman of the 
committee in charge. 

Waterloo, Ia.—Robert O. Bickel, Cedar 
Rapids, Ia., talked on his new book, “The 
Master Control Plan.” This is the first 
time he has presented it before any as- 
sociation. Mr. Bickel is retiring presi- 
dent of the Iowa Quarter Million Dollar 
Club. This book is sold by The National 
Underwriter. 

Kalamazoo, Mich.—Glenn Stewart, ad- 
vertising manager of Kalamazoo Vege- 
table Parchment Company, spoke at a 
luncheon meeting which was presided 
over by Ralph Richardson, president. 
Courtesy, tact, knowledge and ability are 
necessary ingredients to a_ successful 
sales formula, he said. Most salesmen 
do not use enough of the personal touch. 
He advised selling more ‘“tailormade” 
policies and not trying to sell so many 
“stock” policies. 

Richmond—W. H. 
tional association trustee 
boro, N. C., general agent 
Standard Life, spoke on “Life 
and the Victory Program.” 

Birmingham, Ala.—The annual Presi- 
dent’s Day luncheon, at which John A. 
Witherspoon, Nashville, president Na- 
tional association, will be the honor 
guest, will be held Jan. 24. The meeting 
will be preceded by a conference of Ala- 
bama association trustees on a defense 
bond campaign. H. Martin Nunnelley, 
Massachusetts Mutual, state president, 
will preside. 

The Birmingham campaign 
launched. Albert L. Smith, Jefferson 
Standard Life, is county chairman; Mr. 
Nunnelley is regional chairman and J. 
Orlando Ogle, General American Life, 
state chairman. 

The luncheon meeting will be followed 
by a meeting of the board of governors 
and the managers and general agents 
section. 

San Francisco—J. M. Hamill, assistant 
general agent of the H. M. Casey agency 
of Equitable Society, has been appointed 
chairman of the sales congress March 2 
by G. F. McKenna, president. Assisting 
Mr.- Hamill in building a program is 
Homer E. Anderson, New York Life, 
chairman of the Quarter Million Round 
Table. 

Boston—W. A. Schauer, Penn Mutual, 
Pittsburgh, Pa., discussed “Unusual Op- 
portunities in Unusual Times.” 

Samuel Daniels, Equitable Society, was 
elected a director to replace Harold 
Stubbs, removed from Boston. 

Springfield, Il1l—A. E. McKeough, Illi- 
nois association president, reported on 
affairs at a dinner meeting. Herman 
Hauptfleisch, president, presided. 

Joliet, H11.—W. N. Hiller, Penn Mutual, 
Chicago and Chicago association presi- 
dent, talked on motivation. 


Decatur, Ill—John L. Taylor, Spring- 
field, Mutual of New York., addressed a 
noon luncheon. 








Andrews, Jr., Na- 
and Greens- 
Jefferson 
Insurance 


has been 


Bloomington, Ill.—Dr. Edgar Steven- 
son discussed the relationship between 


medical examiner and life underwriter. 
Peoria, I1l—A. R. Houle, Massachusetts 
Mutual, Chicago, spoke on retooling sales 
techniques for this year. The school in 
advanced salesmanship was opened. Mil- 
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ton Sherman, general agent, Connecticut 
Mutual, Toledo, will address the March 19 
meeting 

Los Angeles — Worth Hillman, Provi- 
dent Mutual, has been elected secretary, 
taking the place of R. A. Aennant, Metro- 
politan, who has been transferred to 
Oakland. George P. Quigley, New Eng- 
land Mutual, has been elected a director, 
vice Mr. Hillman. 

Sacramento, Cal.—Grant Taggart, vice- 
president of the National association, 
leading personal producer of California- 
Western States Life and life member of 
the Million Dollar Round Table,” spoke 
Monday. 

Little Rock—President A. L. Woolfolk, 
has appointed A. J. Johnson, manager 
Business Men’s Assurance, chairman of 
the bond committee. Norman E. Lisk, 
Metropolitan Life, is state association 


— CHICAGO 


OTTENHEIMER OFFERS BOND PLAN 

F. L. Ottenheimer, general agent of 
Lincoln National Life in Chicago made 
available to employes a defense stamp 
deduction plan. If an employe agrees 
to purchase one to four 25 cent stamps 
per week, based on weekly salary, Mr. 
Ottenheimer will contribute as a gift an 
equal amount throughout 1942. Stamps 
are to be purchased through the agen- 
cy’s cashier, affixed to defense books 
and held until sufficient amount is avail- 
able for exchange into bonds. 














SCHWEMM AGAIN NO. 1 

Completing its greatest year on record, 
the Chicago agency of Great-West Life, 
Earl Schwemm, manager, had more than 
$9,000,000 in applied business during 
1941. For the fourth consecutive year 
it has placed first among the Great-West 
branches. It also recorded the greatest 
business-in-force increase for all 
branches in 1941. It placed $1,000,000 
of business in the first five days of the 
new year. Chicago led all branch of- 
fices the last eight months. 





JOHN MOYNAHAN HONORED 
J. D. Moynahan, Berwyn, IIl., man- 
ager of Metropolitan and_ president 


American Society of C. L. U., was hon- 
ored at a meeting in Chicago of all 
those interested in C. L. U. work, in- 
cluding his Metropolitan Life associates, 
chartered life underwriters, and those 
among Metropolitan repre ee 
who are - preparing to take the C. L. 
examinations. Mr. Moynahan also is 
Spoag ee of the Chicago Association of 
Life Underwriters and active in the Life 
Agency Managers group which he 
headed in 1940. He was presented a 
desk set. 





HOBART & OATES ANNUAL DINNER 
Grant L. Hill, director of agencies of 
Northwestern Mutual Life, was the 
principal speaker at the annual agency 
dinner of the Hobart & Oates general 
agency of Chicago, held Thursday eve- 
ning. He spoke on “The Year Ahead,” 
giving his reactions as to the possibilities 
that lie ahead in life insurance selling. 


He feels there are great opportunities 
for the life salesmen in continuing to 
sell life insurance as national security. 


Awards were made to the agency lead- 
ers in volume, number of applications, 


etc., and also in the “efficiency contest” 
which recently was conducted. General 
Agents Ralph H. Hobart and J. F. 
Oates were the hosts. The agency had 
more than 17 percent increase in paid 
business last year. 


DINGMAN AND PARKER SPEAK 


Dr. H. W. Dingman, vice-president 
and medical director Continental Assur- 
ance, and Lee N. Parker, president 
American Service Bureau, addressed the 
monthly meeting of the Chicago Home 
Office Life Underwriters. Dr. Dingman 
talked on blood pressure, reviewing 
studies of recent years, and Mr. Parker 
discussed the functions of the home 
office underwriter, his responsibilities 
and his relationship to other home office 
people. 

Richard W. Fox, chief underwriter of 
Country Life, recently was advanced 
from secretary-treasurer to president of 
the underwriters organization and Vance 


Boles, underwriter Alliance Life, was 
named _ secretary-treasurer. Harold 
Hornberger, actuary Great Northern 
Life, is immediate past president. The 


organization has members representing 
nearly all the Chicago life home offices. 








Name Memphis Committees 
for N. A. L. U. Mid-Year Meet 


MEMPHIS, TENN.—Hugh B. Jones, 
general chairman in charge of complet- 
ing arrangements for the mid-year 
meeting of the National Association of 
Life Underwriters and the southern 
sales congress March 26-28 at the Hotel 
Peabody, has named these committee 
chairmen: M. E. Brooks, finance; Jeff 
Gros, program; E. R. Caldwell, hotels; 
Leslie Fortune, entertainment; Bruce 
Blalack, C.L.U. activities; Wayne Deu- 
pree, attendance; R. S. Seay, decora- 
tions; R. C. Hunting, reception; Russell 
Perry, publicity; Frank Hall, managers’ 
meeting; V. H. Smith, radio; Clyde 
Welman, sales congress, and Mrs. Elise 
McKellar, women’s activities. 


Tax Panel in St. Paul 

A panel discussion on current tax 
problems was conducted at a luncheon 
meeting of the St. Paul C. L. U. chap- 
ter. Taking part were A. F. Breher, 
Northwestern Mutual, chairman; Martin 
P. Coogin, Northwestern Mutual, and 
Chester R. Jones, Massachusetts Mutual. 


Old Line Life Leaders 

F. W. Du Bose & Associates, 
kee, again was the leading 
agency of Old Line Life. 

Top ranking agent in paid volume of 
premiums and number of lives was H.R. 
3uckman, Milwaukee. 

In the accident and health division, H. 
G. Sell, Oconomowoc, Wis., was high 
both in new premiums and number of 
applications for the third year. 


Milwau- 
general 


New Mutual Benefit Directors 


John S, Thompson, vice-president and 
mathematician of Mutual Benefit, has 
been elected a director to fill the unex- 
pired term of Herman G. Hornfeck, re- 
tired, and Lawrence J. MacGregor, presi- 
dent of the Summit, N. J., Trust Co., 


was elected for one ~~ to fill the unex- 


Edward W. 


pired term of the late Jack- 


son. 
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LIFE INSURANCE EDITION 


Production leaders of Alliance Life spent a week at Coral Gables, Fla., with only of the first row, without a cap. B. T. Kamins, agency director, who had charge of 
one day devoted to a business meeting. President M. A. Kern is seated in the middle _ the gathering, is at Mr. Kern’s left with a cap on. 


President Charles E. Becker (center) with a couple of “waiters” at the recent 


Franklin Life convention in Monterrey, Mexico. With disguises off, the “waiters” 
turned out to be (left to right) B. Pete Starnes, one of the top-notchers of the organ- 
ization, and M. D. Dugger, Jr., national production leader for the year just ended. 


LEFT—President Oscar E. Aleshire of 
Modern Woodmen (seated), and J, M. 
Fitzsimmons, manager investment depart- 
ment, look on as Secretary J. G. Ray signs 
a check for $50,000 in payment for a block 
of series G defense bonds purchased by the 
society. This represents the limit any in- 
dividual or corporation is permitted to 


purchase of these bonds in any one year. 





Anson Walker Perkins, Kenosha, Wis., 
agent New York Life, as he appeared when 
he was a member of Commander Byrd’s 
first Antarctic expedition in 1928-1930. He 
holds the gold congressional medal for ex- 
ploring service. Mr. Perkins was- quarter- 
master of the supply ship “Eleanor Bol- 
ling.” He started selling life insurance in 
1921 with Northwestern Mutual and has 
been with New York Life at Kenosha since 
1935. He told of his Antarctic experiences 
at the annual meeting of the Milwaukee 

More than 100 directors, home office employes and top field representatives and their wives and husbands attended the annual Board of Casualty & Surety Underwriters 





family dinner of Century-Educators Life in Fort Worth, Tex. President W. J. Laidlaw spoke. this week. 
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More Important CHANGES Than Ever Before! 
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You Must Have NEW UP-TO-DATE 
Facts and Figures for 1942! 


Never before has new up-to-date information on rates, reserves, 
values, options, costs, etc., been so important to the life underwriter. 
Sweeping changes have already been announced by the Metropolitan, 
Prudential and Equitable, not to mention many other important com- 
panies. The whole picture of life insurance facts and figures is com- 
pletely changed! 


You Must Be WELL PREPARED! 


Every underwriter has those unpredictable occasions when some 
little fact or figure, if available at the right moment, will close the sale. 
There will be many more such situations this year. Thus it is highly 
important for You to be well prepared at all times. 


Be Sure You Get The NEW “LITTLE GEM" for 1942! 








Some Important Features 


Settlement Option Incomes in detail—for 
both Current Contracts and for Old Con- 
tracts—covers back to 1910. Over 300 in- 
dexed tables. 

Cash Values, including at “retirement 
ages”—55, 60 and 65. Covers over 1000 
ordinary contracts. Also gives the In- 
comes Payable from these values. 

Special Programming Section of some 60 
pages—one-third more than any other. 
Annuities—Immediate and Retirement. 
Juvenile Insurance—Rates, Values, Payor 
Rates, etc. 

Rates of Interest Earned—also Rates 
Payable. 

“Direct-Reading” SOCIAL SECURITY 
benefits. 

Policy Provisions and “Practice” (for 
over 150 companies). 

Premium Rates at All Ages (for over 2700 
contracts). 

Disability & Double Indemnity & Term 
Rates. 

“Net Cost—Net Payment” Illustrations 
with detailed summaries. 

The details on “Special” Contracts. 
Supplemented weekly by The National 
Underwriter. 

WAR CLAUSES—special treatment, up- 
to-date at time of delivery. 

Financial and Business Reports—20 dif- 
ferent items for some 225 companies—for 
four years. 


Get the Most for Your Money 








1942 “LITTLE GEM” 


Today—Use this coupon => 


(It definitely gives MORE on ALL Important Subjects) 


Preparedness is most essential today, for all salesmen who hope to 
succeed. To meet the new situation caused by all these important 
changes, your most effective pocket reference book is the new 1942 
“Little Gem”. Not only does it provide all the answers available from 
ordinary reference books, but it also contains many extra features that 
are important to you. 


For forty years the Little Gem has led the field in giving the most 
for the money. It has originated most of the more useful illustrations 
of life insurance facts and figures—such as its exclusive and very 
helpful showings of the INCOMES PAYABLE UNDER SETTLE- 
MENT OPTIONS for practically ALL CONTRACTS ISSUED 
SINCE 1910—a very large portion of all life insurance in force today. 
Furthermore, it includes some 60 extra companies, gives rates on 
over 800 contracts and values on some 350 more contracts than its 
principal competitor—and that’s approximately 50% more. And the 
Little Gem’s special programming section consists of 60 pages—much 
more than any other book provides. Even so, it costs no more. 


Take Advantage of Its EXTRA VALUES! 


Order Your NEW 


copies New 1942 “Little Gem” 


(details on your ‘“‘club rate’’ on request) 


Name 
eee 
Company 


Special ‘‘Club Rates’’ to All Agents 


Rush as soon as ready, (April), at my “club rate” 





Address 


Over 7OO Pages of UP-TO-DATE Facts and 
Figures That Help Sell LARGER Policies! 


To The National Underwriter Co., Statistical Division 
420 East Fourth Street, Cincinnati 
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